






BOOT and SHOE 


ECORI 


THE GREAT NATIONAL 








ESTABLISHED APRIL ! 
1882 


SH OE 





ER 


WEEKLY 








Vol. LXXXIX 





New York, May 22, 1926 








merchandising of an article 

doesn’t come into full bloom 
with its first presentation. For 
three years now, the idea of summer- 
weight shoes has been developing— 
consistently, slowly and surely. It 
is gathering great momentum this 
summer because men are appreciat- 
ing the sound argument of a lighter 
weight article in footwear to har- 
monize somewhat with the lighter 
weight in seasonable clothes. 

The movement, 
“Say It With 
Flowers,” born in 
Boston, was 
scoffed at by flor- 
ists themselves 
who were impa- 
tient for imme- 
diate results. It 
took a full five 
years to have it 
develop into the 
outstanding _ slo- 
gan of the coun- 
try. It has meant 
tens of millions 
of dollars more 
business for the 
florists of this 
country, and has 
become part and 
parcel of the con- 
versation of peo- 
ple. Instinctively, 
when in doubt, 
comes the phrase 
“Say It With 
Flowers.” 

The shoe trade 


GOOD movement that helps the 





(ood Work on Summer Weights 


National Emphasis Linked with Straw Hat Day 


isn’t building on any particular slo- 
gan, but is endeavoring to develop 
an appreciation for more shoes by 
indicating that summer shoes in 
weight and color distinctly different 
from winter shoes, have a place in 
the scheme of dress. 

It had been suggested that sum- 
mer-weight shoes might well be 
linked up with straw hat day. Straw 
hat day in the far South is earlier 
than straw hat day in the major 
portion of the country, and in the 





His Honor, Mayor Nichols of Boston, gets a paw of summer-weight shoes 
from Club President Horace R. Drinkwater 





Northern cities it comes a trifle later. 
For example, Milwaukee is going to 
make its straw hat and summer-shoe 
day, May 22. Nevertheless, here is 
a seasonable time of the year when 
consideration of lighter weight hats, 
lighter weight costumes, and lighter 
weight shoes are logical, practical 
and pleasurable to consumer, not to 
mention the fact that it is profitable 
to the merchant. 

It was further suggested that pub- 
lic interest might be developed by 
a presentation to 
mayors through- 
out the country 
of shoes and hat 
on that date. All 
through the coun- 
try merchants of 
leading cities 
made arrange- 
ments in advance 
for such presen- 
tation, and, need- 
less to say, it was 
given much news- 
paper publicity. 

Such a move- 
ment is not a 
mere gesture. It 
is a very substan- 
tial form of pub- 
licity, because the 
majority of may- 
ors feel that their 
responsibility to 
merchants of 
their town is 
great, and that it 
is good politics on 
their part to be 
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identified with such progressive 
movements. It doesn’t savor of a 
press agent stunt, but rather is it 
good common sense for civic leaders 
to cooperate with any movement 
beneficial to local merchandising. 

A very hearty response was given 
to the general plan by Mayor B. F. 
Stapleton of Denver, Colo., who was 
presented a pair of summer-weight 
shoes by Harry E. Fontius, vice- 
president and general manager of 
the Fontius Shoe Company, and who 
is also a director of the National 
Shoe Retailers’ Association. Mr. 
Fontius made the presentation in 
the mayor’s executive offices, and 
pointed out how logical it was for a 
man to change from felts and 
derbies into straw, and from heavy 
suits into lighter suits, and from 
heavy underwear into lighter under- 
wear, and also from heavy types of 
shoes into lighter types of shoes. 


R. FONTIUS told the mayor 


that leaders in the industry 
had made special efforts to have sum- 
mer weight shoes built for wear. 

“*As comfortable as an old shoe’ 
is a proverb,” said Mr. Fontius, “but 
today a shoe need not be old to feel 
right. A. sensible selection, and 
thought as to the purpose for which 
it is bought, will produce the de- 
sired satisfaction in ease and style.” 

The presentation of shoes to the 
mayor of Boston was made a signifi- 
cant function by Horace R. Drink- 
water, president of the Boston Boot 
and Shoe Club. J. S. Spinney of 
Jackson & Company, leading mer- 
chants of fine hats in Boston, made 
the presentation of a straw hat at 
the same time, thereby linking up 
the idea of shoes and hats in season. 

A delegation of shoe men assisted 
President Drinkwater in the presen- 
tation and heard him emphasize the 
fact that shoes for the occasion and 
shoes for the purpose have a place 
in the observation. To indicate that 
it wasn’t just a perfunctory passing 
over of a pair of shoes, and letting it 
go at that, we are presenting the re- 
marks made by President Drinkwa- 
ter at the event. Here they are: 

“It is my pleasant duty and privi- 
lege to inform you that we are here 
upon a very important errand, and 
that is, to ask you to give official 
recognition to ‘Summerweight Shoe 
Day.’ If you should ask why this 
matter is so important, I would reply 
that the shoe is, and always has been 
one of the most important parts of 
man’s apparel. No other part has 
been so necessary to his comfort, 
well being, and happiness, in every 
age, in every clime. 

“Long before recorded history 
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Harry E. Fontius, vice-president and general manager of the Fontius 

Shoe Company, Denver, Colo., presenting Mayor B. F. Stapleton with 

a pair of “Summer-weight” shoes in connection with the national 

movement of shoe retailers to promote the wearing of lightweight 
shoes in summer 


began, primitive man devised some 
rude protection from the sharp rocks 
of the hills and mountains, from the 
thorns and brambles of jungle and 
forest, from the burning sands of 
the desert, and from the ice and 
snow of northern lands. 

“Then, too, mythology is full of 
reference to footwear. The stories 
of ‘The Golden Sandals of Theseus,’ 
the ‘Lost Slipper of Jason in the 
Voyage of the Argonauts,’ of ‘The 
Winged Footwear of Mercury,’ etc., 
all show the important place that 
footwear held in the estimation of 
the ancients. About no other part 
of man’s dress has there been woven 
so much of sentiment and romance 
as about his sandals, slippers, boots 
and shoes. 


yee bee folklore of every nation, 
perhaps the truest indication 
of the real life of its people, abounds 
in stories of the shoe. 

“The men and women of today 
were entertained in their childhood 
with stories about shoes, as witness 
—‘The Tales of Goody Two Shoes,’ 
‘Puss in Boots,’ ‘The Old Woman 
Who Lived in a Shoe,’ ‘The Seven 
League Boots,’ etc. Indeed our 
familiar story of ‘Cinderella’ was 
listened to by little Egyptian boys 
and girls thousands of years ago, 
only her name was then ‘Rhodops,’ 
and it was a beautifully embroidered 
slipper that she lost instead of a 
glass slipper. 

‘The things they wear that mean 
most to men of many occupations— 
the logger, the fisherman, the base- 


ball star, the hiker, the athlete—and 
to which they give most careful at- 
tention are, and always have been, 
their shoes. 

“This is equally true of the ex- 
plorer. Why, only the other day this 
country of ours from end to end and 
from coast to coast was thrilled with 
the glorious news that an American 
had won for himself and for his 
country the distinguished honor of 
being the first man in the history of 
the whole world to go to the North 
Pole and return through the air. 

“You might well ask how this con- 
cerns shoes! Your Honor, if you 
should investigate, you would find 
that the gallant Commander Byrd 
and his equally intrepid companion, 
Bennett, were both of them vitally 
interested in the kind of footwear 
they used on that occasion. 

“Let us compare that trip with 
another expedition that took place 
way back in 1908 when Lieutenant 
Peary, after months of toil and hard- 
ship, suffering and privation, at last 
won that coveted goal—the very top 
of the world, being the first man 
ever to reach the North Pole and 
return to tell the tale. And let me 
add, that in all his Polar expeditions 
Lieutenant Peary was most careful 
about his footwear and that of his 
men. 

“Just contrast that trip with this 
recent Polar success, where they 
returned in a heated plane, a limou- 
sine, a veritable ‘Pullman of the 
air,’ if you please, making the trip 
in somehting less than sixteen hours. 

“Though these men ‘took the 

[CONTINUED ON PAGE 54] 
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HE plan of buying once a 
[none sight unseen, a shoe 
designed at the factory and 
made up in a number of pairs, is 
certainly increasing throughout the 
country. 
The idea is that the shoe is so full 
of style that the manufacturer can’t 





For June—how about a blond 
kid with bois de rose appliqué and 
snakeskin insert 





In August come whites—new ones. 

This number has a _ fan-flare 

tongue and is trimmed with alli- 
gator 





And in October, black suéde has its 
place, say the stylists 
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One New Style Per Month Plan 


Grows in Favor 


Here Are Five Advance Patterns 


wait to have salesmen cover the 
country to show it and take orders 
thereon, and wait for the delay of 
mailing, manufacture, reshipment— 
a process of four to six weeks. In- 
stead, the design, when perfected, is 
rut into the works and shipped with 
every dispatch, reducing the time to 
fourteen to twenty-one days. 

Here we have outlined some typical 
shoes good for five months. For 
example: 

For June—An appliqué pump with 
an inlay of snakeskin quarter for 
the first of June. The leather is of 
blond kid, the applique a bois de 
rose, and a blond snake insert. 

For July—A parchment vamp, a 
bronze kid trimming, and Panama 
straw insert at toe and sides. The 
band over the throat is in bronze, a 
very unusual shoe. 

For August—On a white base, a 
fan-flare tongue and the same white 
material and trimming with alliga- 
tor. This is a veranda type of shoe 
for sport dress wear. 

For September—Little tongues are 
expected to open up the fall season 
and here we have a tan calf walking 
number in very light weight ma- 
terial, with a panel of brown baby 
lizard. The gore at the throat is 
below the wooden »uckle. 

For October—Black suede is ex- 
pected to have a demand this fall 
and here we see a lop-sided pattern, 











D’Orsay cut on the outside with a 
black sharkskin design and circular 
buckle. 

All of these shoes are on the same 
last and heel formation and indicate 
the policy of picking a good last, 
changing the pattern and diversify- 
ing the material. 





For July—Let’s change the color 

a bit. Parchment vamp trimmed 

in bronze kid and a Panama straw 
insert 





September ushers in the fall sea- 

son. Here’s a tan calf walking 

shoe with a baby lizard insert of 
about the same tone 





This one is trimmed with a circular 


buckle and black sharkskin design 
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More News Publicity to Make 
People Think About Shoes 


(On these pages, the BooT AND 
SHOE RECORDER renews its offer to 
furnish free to subscribers news 
stories and pictures which we be- 
lieve your local papers will use and 
which will tend to make people “shoe 
conscious.” Mats, suitable for news- 
paper publication, and reprints of 
the articles on this page, may be had 
for the asking.—Ed. Note.) 





Snakes—Even in Shoes 


There is national curiosity as to how 
it is possible for so many stylishly 
dressed women to have shoes made out 
of reptile leathers. Will the jungles 


Try These on the Editor 


| photograph his pelt and take the photo- 
graph to a maker of embossing plates, 
| who will reproduce the grain of the pelt 


on a metal plate. The process is some- 
thing like that of making a newspaper 
cut. A plate may cost $200, and a 





before long be as free from snakes as | 


is Ireland? Is the shoe-man making 
the jungles of India, Africa and South 
America as safe to the pedestrian as 
a walk down Main Street? 


If all of the shoes were of real snake- 
skin, that certainly would be the case, | 


but the pelt of the sheep, the calf, the 
cow and the kid have been changed into 
alligator, lizard, snake and a multitude 
of grain finishes ranging from fish to 
fowl, and in colors the like of which 
are unknown to zoos and even to na- 
ture. 

Some years ago a mysterious ma- 
chine was brought into Peabody, Mass., 
and was placed in a tannery work- 


room, after which the tanner locked the | 


door so that no one but himself might 
enter. 


Only sheepskins went into this | 


tanner; but from it came the strangest | 


sort of leathers, seal skins, walrus 


hides, and monkey grains, too. 


The | 


metamorphosis was wrought by the 


mysterious machine. 


From it has grown a business of | 
embossing millions and millions of feet | 
of leather for a multitude of shoes of 


reptile grains, and also, for a host of 
leather novelties. 

Now, there is no secret to the art 
of embossing leather. Locks and keys 
have been thrown away, and the doors 
of the embossing shops are as wide 
open as the doors of any other shops. 
Anybody can emboss leather and make 
the reptile grains, if he wishes, and is 
willing to take the pains necessary to 
the accomplishment of the transforma- 
tion. 

Directions for performing the feat 
are as follows: First, catch your al- 
ligator, lizard or snake, or hire some- 
body else to do so. Capturing a python 
is no afternoon pastime, because this 
fellow is apt to capture his would-be 
captor. A cobra will yield to the lure 
of a snake charmer, but will only spit 
deadly poison at Chesterfield, the shoe 
salesman. 


Having specimen, 


captured your 


No Cold Feet at the Pole 


Lieutenant Byrd, first to reach the 
North Pole by air, says that “footwear 
aloft is as important as on the ground. 
The last place in the world to get cold 
feet is when flying over the Pole. 
Peary lost most of his toes from frost- 
bite, but no trans-polar flyer thus far 
has even suffered foot-chill.” 

Flying suits worn by aviators during 
the cold months of the year or when 
intending to fly at high altitudes where 
it is always cold, are of leather with 
sheepskin lining, more than 44 sq. ft. 
being required for each suit. In 
polar exploration work, three pairs 
of shoes are worn. Inside are the regu- 
lar shoes. Then come high-pant boots 
which are electrically heated with cur- 
rent generated by the airplane motor. 
On the outside are heavy, strap and 








buckle overshoes, such as those shown 
above. The sure cure for cold feet 
while flying is to plug in on the gener- 
ator current and quickly the feet feel 
the heat circulating throughout the 
pant-boot and warming every portion 
of the foot. 

The overshoes, those shown above, 
are of the moccasin pattern and are of 
extremely soft leather lined with natu- 
ral wool. The picture shows an avia- 
tor completely clad in leather from hel- 
met to soles, plus harness for use in 
making parachute jumps. 

Just before the giant dirigible cap- 
tained by Captain Amundsen left 
Spitzbergen for Alaska, Lt. Byrd sent 
to Captain Amundsen his complete 
leather outfit, so the same suit has now 
been over the North Pole twice. 
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Broadway Beauties Wear Beautiful Shoes 


Here is proof positive that New York 
girls know how to dress their feet. 
These seven beauties, all wearing dif- 
ferent types of shoes, all in good taste 
and up-to-the-minute style, were the 
seven finalists in the beauty contest 
run by the Broadway Association. 
From these seven, Miss Irene French, 
third from the eo on oe was finally se- 


library of them is worth as much as a 
library of first editions. 

Next, get an embossing press, which 
is something like a printing press, 
place a skin of a sheep, kid, or calf 
upon the bed of the press and fix the 
embossed plate in the press. By bring- 
ing the embossed plate down on the 
skin the embossed figure is printed on 
the skin; hence a pair of snakeskin 
shoes for Sister Sue. 


Tramp, Tramp, Tramp 
Across the Country 


Hikers aren’t the novelty on our 
country roads that they used to be. 
In fact, hiking has become one of our 
best known and most practiced outdoor 
sports. The value of walking as a 
healthful exercise is becoming almost 
as well understood by the public at 
large as it has been by doctors for 
many years. 

However, transcontinental hikers are 
still few enough to attract attention. 
Therefore, when Miss Alma Sioux 
Scarberry, a former New York actress 
and newspaper woman, decided on a 
hike from New York to the Pacific 
Coast, she was given an enthusiastic 
send-off when she started on her tour 
from the store of R. H. Macy & Co. 
in New York last week. 

The reason for Miss Scarberry’s 
hike is primarily to regain her health, 
lost by overwork in New York. On her 
hike she will write a book entitled 
“Anywhere But Broadway,” suggested 
by the reply of her physician when she 
—_— him where she should go for a 
res 

In preparing for her hiking tour, 
Miss Scarberry selected a pair of 
12-in., 16-eyelet hiking boots of almond- 
colored elk, with plain toes, leather 
soles, low heels i a bellows tongue. 


lected as Her Royal Highness, Miss 
Broadway. Incidentally, she happens 
to be wearing a pair of shoes made in 
Brooklyn. The girls are, left to right: 
Lorraine Brooks, Josephine Poretto, 
June Ford, Jewel La Kota, Irene 
French, Mary Dillon and Villere Shin. 
Would any man dispute the choice 
of the judges? 


Between the inner and outer sole was 
a rawhide slip sole to make the shoe 
waterproof. The shoes were unlined. 
Her experience and that of other hikers 
led her to spend considerable time in 


selecting just the proper sort of foot- | 


wear for the trip. Old-time hikers 
realize the value of the right kind of 
boots on a hiking trip, and shoe manu- 


With the calendar sticking to its | 
story that summer does not begin until | 
June 21, May 15 was marked as the 
official opening of summer for men sar- 
torially, in New York. May 15, you | 
probably know, is the day when you 
are supposed to toss your winter hat 
into the ash can and throw your heavy 
shoes into the first available rubbish | 
heap. The straw hat and the light- 


e 49 


facturers have produced boots espe- 
cially built for this purpose in recent 
years. 


| 


| Miss Scarberry ready to start on her 
transcontinental hike 


Summer Season Strikes New York 


weight shoe come into their own on this 
date. In order that the day might be 
| appropriately marked, the shoe trade 
and the hat trade presented Richard 
Dix, the movie star, with the correct 
types of summer-weight shoes and 
proper straw bonnet with which to 
| start the season. The picture shows 
Mr. Dix accepting the shoes from Rob- 
| ert Smith of the Boyden Shoe Co. 
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The Walking Revival 


7 HAT effect had the general strike in England 

on America? Offhand the answer might read- 

ily be made “comparatively no influence, except 
retarding for a few days shipments and banking.” 
But you can’t take an influential country and 
throw it “on to its feet” for even so short a period 
as ten days and expect that experience to be for- 
gotten and things go on as before. Aside from 
the serious problem of settling labor differences, 
the merchants of shoes in London have expressed 
themselves, by cable, that the great experiment of 
enforced walking will have its future influences. 
As great a leader as Lloyd George says of the En- 
glish walk-out “nothing impressed me more than 
the shamble and shuffle of our people and that most 
of the pedestrians are taking serious walking exer- 
cises for the first time in their lives. As you look 
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at their labored and swingless efforts, you wonder 
whether street cars, buses, trains, tubes, motors 
and elevators will not ultimately deprive civilized 
man of the use of his lower limbs altogether, and 
whether a general strike now and again will not 
become a medical necessity to save the race and 
will not at some future date be ordered, not by 
the Trade Union Congress, but by the British 
Medical Council.” 

England is very close to Paris and considerable 
of the designing art in France is directed at En- 
glish consumption. There are many stores in En- 
gland exclusively given over to the sale of French- 
made footwear. Let that influence come indirectly 
from Paris, where the styles of the world are orig- 
inated, and it may go a great distance toward 
changing types of footwear. Is there something 
to be said in behalf of walking? 

The New York newspapers have taken very seri- 
ously the idea of walking. Some of them list regu- 
larly week-end walking tours, having in mind the 
idea of attracting city tenderfeet to the outdoor en- 
joyment of walking. 

The idea has been proposed of an Appalachian 
trail—footwear path for hikers and campers, ex- 
tending all the way from Maine to Georgia and 
Tennessee. The New York City walking clubs are 
doing a great service to mankind. They are mak- 
ing hiking a pleasure and set city feet aright in 
their first steps along the stimulating paths of 
nature. 

Last Monday a young lady, granddaughter of a 
Sioux Indian, started on a walking tour of the 
United States from the front door of Macy’s store, 
New York. 

Are we going to see develop in a city where walk- 
ing is almost totally unnecessary (because of the 
low cost of transportation), a great revival in the 
simple arts of walking? 

The shoe man is a wonderful judge of the foot 
condition of mankind. Is it not part of his func- 
tion to encourage the use of feet for something 
other than serving as attachments to a rotund 
body? But for sports and dancing, feet would 
soon become useless accessories. Get back of the 
movement to encourage walking. 


Everybody Talking “Same Shoe” 


HE greatest year of get-together in collective 
effort and publicity is here and now. Mer- 
chants have learned that it is possible to put over 
a message to the public collectively with much 
greater effectiveness, and much lower cost, by link- 
ing up some worthy movement. 
The outstanding example is the summer-weight 
shoe day, in conjunction with straw hat day. The 
next movement is “White Shoe Week,” similar to the 
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good work accomplished by the Associated Retail- 

ers of Nashville, Tenn. The current week is desig- 

nated as “White Shoe Week” in Nashville and a 

series of general advertisements emphasizing the 

theme “White Shoe Week,” with no specific men- 
tion of the stores, was run in the newspapers. 

Each store in town also put in a special white shoe 

display and ran individual advertisements. 

During the course of the year merchants will 
find many opportunities to join together in in- 
fluencing public demand. The public is certainly 
influenced by the whole town “going white.” The 
effectiveness of all merchants talking the same 
thing at one time is the most modern instrument 
of better merchandising. Why don’t you try it in 
your town? 

“Inconsistency Thy Name Is —?” 
HICH sex really deserves the palm for in- 
consistency? Men have handed it to women 

and it has been returned with compliments. Ob- 
servers say that the sterner sex are just as incon- 
sistent as the gentle. For example, a man rants 
about the slavish following of styles by women. 
But he continues to wear the uncomfortable gar- 
ments his grandfather and even his great-grand- 
father decreed as good style. Woman has cast off 
the shackles of tight corsets, dragging skirts, germ 
catching flounces and ruffles. Man still girds his 
waist with a belt, wears a tight hat on his head, 
turns up the bottoms of his trousers into cuffs, 
adheres to an uncomfortable collar, wears about 
his wrists three or four thick- 
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artistry than any other article of her apparel. 
If her child shows a defect in vision or teeth 
she will pay an oculist or a dentist any price to 
have it corrected. Then she will cripple that 
child’s foot with a cheap bargain lot shoe. 
Humanity is a queer piece of workmanship. 


Peddling on Wane 


E learn by experience. 

The best place to buy shoes is in the shoe 
store. The peddler who thinks because footwear 
is universally worn, and that a dollar saved on 
shoes is true economy, finds to his sorrow after 
experience that house-to-house peddling isn’t as 
successful in practice as in theory. Much money 
has been lost in financing house-to-house schemes 
of merchandising. One mid-western manufac- 
turer had his costs cuts, had them shipped in car 
load lots by freight, and he used every efficient 
method of receipt and delivery. His great stum- 
bling block was at the point of contact. He found 
that a peddler wasn’t as effective in public ser- 
vice as to warrant the public’s approval of the 
economies it expected to get by eliminating the 
shoe store. 

Now comes the report of the Harvard Business 
Review as follows: 

“House-to-house selling is not a means of lower- 
ing distribution cost. The inherent difficulties in 
house-to-house selling make the task of securing, 
training and retaining salesmen a very perplex- 
ing problem, and the supervision of a large and 

scattered force of comparatively 





nesses of cloth, and does other 
conventional and silly things too 
numerous to mention. 

Woman wears the flimsiest of 
apparel in winter and furs in sum- 


low-grade salesmen considerably 
increases expense. 

“Because salesmen for house-to- 
house canvassing are hard to se- 
cure, companies using this method 
of selling must offer relatively 





mer. But it is in her shoes, and 
her treatment of them that she 
scores highest for inconsistency. 
When it rains she carries an um- 
brella over her hat and lets the 
rain do its worst to her beautiful 
shoes. She gets a spot on her party 
dress and takes it to the cleaner. 
When a spot shows up on her 
dainty shoe she goes to the shoe 
dealer with a complaint. She will 
spend several dollars at a beauty 
parlor and confectionery shop but 
she fights the shoe man over the 
price of a pair of exquisitely made 
shoes. She cheerfully pays a large 


Read the Banner 
amount for a small bunch of straw ar ae 








The Newest Modes--The Most Alluring 
Styles In White Footwear For Both 
Men and Women 


ARE FEATURED BY ALL 
RETAIL SHOE 
STORES IN NASHVILLE 


WHITE SHOE WEEK 


May 10th to May 15th 


higher rates of commission on all 
sales. 

“When a manufacturer assumes 
the function of the retailer his cost 
must also be assumed.” 


Courage in Business 


Courage is a fine quality. And 
the shoe business needs lots of it 
now. Courage to refuse to buy 
when the stock seems too big. 
Courage to cut the price and rid 
yourself of stickers. Courage to. 
ask a price that will insure a profit 


Your White B a 
and insure against loss on non- 


Buy 
Shoes This Week 








and a ribbon—called a “creation” 
and argues over the price of a 
shoe that contains more skill and 


How the Associated Retailers of 
Nashville put sver White Shoe 
Week—in every shoe store in town 


sellers. These be times when the 
faint hearted had better get an 
iron tonic and take big doses. 
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Helpful Merchandising Hints 


from Recorder Readers 


Accounting—Advertising—Selling 


Door-to-Door Selling 


ERSONAL solicitation is being 

worked to the limit by J. S. Wal- 
lace of the Beacon Shoe Co., Okla- 
homa City. He goes to the large 
automobile business plants, taking a 
couple of shoes with him, to prove 
his contention that those who buy 
his shoes get a good run for their 


and demanded four dollars for them. 
This may be overcome by making 
the signs very emphatic in saying 
that no cash is paid for old shoes, 
but that the two dollar allowance 
must be applied to the purchase of 
new shoes. 

At the other Loye store the same 
idea was tried out the week previous 
with marked success. Care must be 


no mark up to take care of the 
special offer for old shoes. 


* * 


Army Shoes for College 
Boys 
N Bloomington, Ind., the univer- 


sity is located nearly a mile from 
the business section of the town and 





money. Recently he went to one of 
the daily papers and impressed on all shoes are sold at regular prices— were 


the management the fact that 
his company was using con- 
siderable space for advertis- 
ing purposes. As a result of 
this visit, the newspaper 
caused a printed slip to be 
put in each one of the hundred 
pay envelopes, calling the 
employee’s attention to the 
fact that Wallace was adver- 
tising with them, and that 
they, in turn, should consider 


his shoes. 
* * * 


“Old Shoe Week”’ 


NOVEL sale idea, and 
one that may be copied 
by RECORDER readers, is being 
successfully carried out in 
Los Angeles at the store of 
Loye, 4876 South Vermont 
Street. This store offers to 
accept any pair of old shoes 
at a value of $2 to apply on 
the purchase of a new pair. 
As the old shoes are taken in 
they are piled up in the win- 
dows and the piles grow high- 
er and higher daily. Men’s 
and women’s old shoes are ac- 
cepted at the two dollar price 
and children’s at one dollar. 
Signs in the windows tell the 
public that all these old shoes 
will be rebuilt and given to 
charitable institutions. 

Mr. Wasson, the manager, 
says the sale has been a big 
success. The only reaction is 
the tendency of people to mis- 
read or misconstrue the signs 
and bring old shoes expecting 
to get $2 cash for them. One 
old lady brought in two pairs 








Monthly Summary and Daily 
-Record—All in One 


ae oat 
c SMELT Ms 
66 ERE’S a bookkeeping system we have 
worked out which is simple and con- 
cise and yet gives us all the necessary de- 
tails with a minimum of effort,” says the 
head of Lacy Bros., Phoenix, Ariz. “All the 
information comes from the sales slips, 
which have stock number, size, cost, selling 
price, together with the customer’s name and 
address. Expenses are also made out on 
sales slips for office convenience. We do not 
find it necessary to have an office girl as this 
takes only an average of 15 minutes a day. It 
shows daily the exact standing of the busi- 
ness from every angle. Through the com- 
parative figures we have a good check on 
the store’s progress. The inventory always 
comes out within a few dollars of what the 
books show. Income tax figures may be com- 
piled in short order. This system has given 
us such good results that we are glad to pass 
it on.” 


exercised to emphasize the fact that when school opened last fall there 


approximately a thousand 
freshmen entering. These 
were all in need of army shoes 
as they were compelled to 
drill with the R. O. T. C. This 
naturally offered a bit of in- 
teresting trade possibility to 
the local shoe merchants. 
One enterprising merchant 
rented the front porch of a 
residence just across the 
street from the entrance to 
the Campus. He paid ten 
dollars for this for one week; 
put out a canvas sign across 
the street bearing the legend 


R. O. T. C. SHOES FOR 
SALE HERE! 


He sent out three seats, and 
a stool, and a clerk to handle 
the job, leaving the shoes in 
their original cases, to be sent 
out from the downtown store 
as they were needed. At night 
he arranged to set the shoes 
inside the house. In the first 
week he sold 19 dozen pairs 
and made a good profit on 
them—a nice bit of business 
just because he anticipated 
the needs of one part of his 
community and made. ar- 
rangements to meet that need 
at the opportune time. 


eo S| SS 


Prizes Offered for New 
Customers 
STUDY of his figures 
told C. H. Winn, who 
manages the Beacon store in 
El Paso, that he was getting 
repeat business from 75 per 
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which the number of the 




















ers to use some of their advertising space, at 


, 1926 May 22, 1926 
cent of his men’s trade and 50 per vise some sort of a scheme to get the Children from all over town were 
cent repeats on the women’s side of names and addresses of the children, invited to come in and get a free 
the house. It was evident that a so at Christmas time they had a gift. As each child came into the 
steady flow of new customers must good sized Christmas tree in the rear store, name, address and date of 
be maintained. Advertising could of the store. Various kinds of pres- birth were taken, then the young- 
be depended on to bring in a certain ents that ranged in value from inex- ster was allowed to go to the tree 
number, a8 would the windows, but pensive trinkets to a few watches and point out the package that ap- 
not enough for this ambitious young- and knives, were placed upon the tree pealed to him most. Being carried 
ster. So he called his boys together, in hosiery bags. A young man was on in this way there could be no 
telling them that the man who hired and dressed up as Santa Claus. question as to the fairness if one 
prought in the most new child got a better present 
customers during the next = than some other one. 
month would get a $5 bonus. Some six hundred names 

Sixty new customers were Shoes and Occasions were obtained in this way. 

the added. That is, sixty people Each birthday each child 
who never had worn Bea- gets a souvenir birthday 

cons came into the store and , card that expresses the 

asked that a certain sales- NY OCCASION ote store’s good wishes and also 

e man sell them a pair. These - Se ae & tells them that if they will 

, same sixty were further re- Fe a tag BE call at the store they will 
quested to send in husbands receranmmmameaied nai tam ec receive a little gift. 

ver- or wives or friends to the piesa «+ ogee This method has proved 

rom man making the sale. Now nino nge highly successful and each 

and Winn was canny enough to ome wen succeeding year has _ wit- 
here know that people will not papa nessed a gratifying increase 
and send in others unless they for TENNIS in the children’s department. 
nese are well pleased with their sac agen For the past three months 
10es selection, so he had his boys RIDING BOOTS PD 2. dct Mr. Coutret has kept a rec- 

to up on their toes all the time. ao LY et ord showing the per cent of 

“his A window stunt of his, rT — es il customers sold, and has 

in- well worth copying, was the aot So esteccsianilase'd learned that he is selling 

- to one in which he used a reg- from 76 6/10 to 81 6/10 of 
ular telephone in the win- all customers that enter the 

ant dow, with a card attached HE correct shoe for the occasion has been store. 

4, ee JS wt A I sae a trade slogan for many years. It is rare, ae 

e ' however, to see a retail shoe merchant take . ° 
to from the phone to shoes full advantage of it in his advertising. The New Idea = Window 
ten were tied to a price card on “Boot and Shoe Recorder” urges its read- Sign 













































2k; 
OSs shoe appeared—a good way least, to a message which will get across the yg gos — — 
nd to make customers ask for idea that in their stores can be found a wide in diunfewed ta the winioee 
shoes by stock numbers. range of shoes. It is not enough to make a ae yy Real Shera: 
4 . gn | of Lacy’s Shoe Store, Phoe- 
* * bald statement to that effect. It is far bet- F . 
‘ tually ¢ te th q di nix, Ariz. These cards, 
A Money-Making er actually to enumerate the occasions and in which are changed every 
a this way hit the possible customer at a time day, read like this: “Today 
nd Christmas Party when he or she may be planning a costume to om April 26. pr Jack- 
apparent that the chil- EEEERTION aSeve Ghows how © “yy Mr. Lacy went to consid- 
nt dren's Gamaat . io th has been done in a booklet distributed by the erable trouble ta Gi . 
a. n’s department in e H. M. & R. Shoe Company of Toledo, Ohio. e trouble in discovering 
ht store of Henry Coutret, Or : ti of the booklet is devoted t something of historical in- 
nm Corpus Christi, Texas, was 1h ye Pa a. onk diteaiie ts ealted cs terest, local or national, or 
* not delivering as much prof- th yo — is nediitaiie ehese ean = noted person’s birthdays for 
"= it as it might, so plans were h "4 the . dns i pier each day of the year. They 
“ laid to bolster up the sales. “ — , have been in use since the 
“ It was thought wise to de- ——= first of the year. 
d — 
is PRODUCTION OF BOOTS AND SHOES: MARCH, FEBRUARY AND JANUARY, 1926; MARCH, 1925 AND 1924; 
r- AND COMPARATIVE FIGURES FOR JANUARY-MARCH, 1926 AND 1925 
d rf Number of Pairs 
March, February,* January, arch, March, January- January- 
Kind 1926 1926 1926 1925 1924 March, 1926 March, 1925 
Boots and shoes, total............ 29,839,528 25,697,729 23,873,660 29,885,828 28,864,463 79,410,917 82,418,198 
High and low cut ticather), total. 25,932,106 22,395,922 21,201,183 25,353,774 24,607,249 69,529,211 70,787,909 
MEME CE aah i0c8055 4045000 e'ea vs 7,443,418 6,672,4 6,855,325 7,636,473 7,550,263 20,971,229 22, 432, 857 
Boys’ and DOMME 65s, wlwasws oon 1,690,919 1,664,604 1,640,195 1,712,941 1,618,538 4,995,718 4,020 
y io) BNE aOR ORES 10,288,176 8,683,158 1 802,826 9,736,746 9,894,179 26,774,160 26° ty 391 
Misses’ and children’s............ 83,3 3,280,300 3,040,164 3,835,994 3,269,422 10,303,857 10,561,692 
Tes tanta cntuin ok be 05-043 2,526,200 2,095,374 1,862,673 2,431,620 2;274,84 6,484,247 6,572,949 
Athletic =~ sporting (leather)........ 479,9 96,434 531,826 601,236 661,720 1,608,240 1,835,410 
Canvas, satin, and other fabrict....... 664,511 572,628 539,034 913,559 741,692 1,776,173 1'966.155 
3 Slippers for house wear, total........ 1,809,143 1,401,862 $23,064 2,057,031 1,934,934 4,034,069 5.159.011 
AID SR El eo hak Fiins 0 8 k44n ds 41,837 248,858 158,111 4.053 t 648,806 920,654 
4 PES Ot edna cn vicwains cas 1,567,306 1,153,004 664,953 1,662,978 t 3,385,263 4,238,357 
1 Ail other leather or part-leather footwear 953,788 730,883 778, 553 960,228 918,868 2,463,224 Hy 669,713 
; *Figures revised to include data received after publication of February report. 
. 7+Excludes rubber-soled footwear. _ 





tSeparate figures not available. 
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Good Work on Summer Weights 


wings of the morning, flew to the 
uttermost parts of the sea,’ behold! 
even there they found that footwear 
played a most important part in the 
comfort and success of their adven- 
ture. 


66 HY do I refer to these 

things? Simply because they 
serve to emphasize the slogan that 
today is sweeping this country, the 
slogan—SHOES FOR THE OC- 
CASION.’ 

“We have so progressed in the art 
of designing and creating footwear 
that today you may have a correct 
shoe for every occasion, even to that 
of a trip to the North Pole. 

“But the particular shoe that in- 
terests us most on this occasion is 
the one known as the ‘SUMMER- 
WEIGHT.’ Time was when men 
made little or no difference with 
their footwear in respect to the sea- 
sons. 

“But times have changed! 

“Today men realize that their old 
winter Oxfords have no more right 
to a place in their spring and sum- 
mer costume than the old felt hat 
they have worn all winter. 

“That is why we are here — to 
give just recognition to ‘SUMMER- 
WEIGHT SHOE DAYS’, a day that 
has come to have the same signifi- 
cance regarding shoes as it has with 
hats and the rest of a man’s summer 
costume. 

“That is why the signal that May 
15 gives for the appearance of the 
straw hat is equally the signal for 
the appearance of the ‘SUMMER- 
WEIGHT’ shoe. In other words, 
May 15 is the chosen date to be 
known as ’SUMMERWEIGHT 
SHOE DAY,’ and it may interest 
you to learn that what you are doing 
in giving your official stamp of ap- 
proval to ‘SSUMMERWEIGHT SHOE 
DAYS’ is being done by other 
officials all over the country. 

“We hope, then, that this event, 
so auspiciously inaugurated by you 
in this city, will serve to impress 
upon men everywhere the desira- 
bility of cool, airy shoes of light 
weight construction and material for 
their summer wear—also, the fact 
that the ‘SSUMMERWEIGHT SHOE’ 
is the correct shoe to be worn with 
the summer costume. 

“And now, Your Honor, to further 
emphasize this day and all it stands 
for in footwear, and to impress its 


[CONTINUED FROM PAGE 46] 


significance upon the people of our 
city and of our State, I am going 
to ask that you accept this pair of 
‘SUMMERWEIGHT?’ Oxfords. May 
they serve as a pleasant reminder 
of our appreciation for your kind- 
ness in permitting us to come here 
and to take part with you in this 
dedication and observance of ‘SUM- 
MERWEIGHT SHOE DAY’—May 
15, 1926.” 

In reply, Mayor Malcolm E. 
Nichols, chief executive of the city 
of Boston, said, ““You have done well 
to join summerweight shoe day 
with straw hat day, because you 
have combined two of the most at- 
tractive and useful products of in- 
dustry in a noteworthy cause—to 
dress up the American man. The 
shoe deserves a high place, not only 
for its comfort, but for the human 
satisfaction that a beautiful article 
warrants, particularly if it is made 
in proper proportion and expressly 
for the need of a summer season. 
This day should be nationally ob- 
served each year, for as we progress 
in civilization we make great prog- 
ress for the needs of our people. 
There is no better emblem of prog- 
ress than a particular shoe related 
to the needs and demands of the 
times. I take it as a sign and token 
of progress that industry becomes 
diversified and meets the demands of 
our people articles, not only for the 
sterner uses of utility, but for beauty 
as well. Combine beauty and utility 
and you have done something to in- 
crease the joy of living.” 


Only a Clearance Customer 


So Hereafter Helmbacher Won’t 
Give Her the Chance 


After holding a $5 sale twice a 
year for the past seven years as the 
closing event of the clearance sea- 
son, the Walk Over shoe store in 


Milwaukee has discontinued the 
practice this year, and some inter- 
esting reasons for this change are 
given by C. A. Helmbacher, manager 
of the store. Despite the fact that 
the sale has always been a huge suc- 
cess as far as volume of sales is 
concerned, it has been decided that 
other methods of clearing the 
shelves would prove more satisfac- 
tory. 

One of the principal reasons for 
making the change was the fact that 
women began planning for the sale, 


so that the store was building up a 
sale trade at the expense of regular 
business. 

“Many women who wanted Walk 
Over quality in their shoes, and did 
not demand up to the minute styles, 
would wait for the sale and then buy 
two or three pair of shoes and some- 
times more,” stated Mr. Helmbacher, 
“We have found that in holding this 
semi-annual sale we were building 
up a sale trade among people who 
never came into the store to buy 
shoes at regular prices. We decided 
that if we had any special reduc- 
tions to offer, our regular customers 
should be given the advantage of 
them rather than these people who 
never made purchases at regular 
prices. 

“Any number of women have come 
into the store since the beginning of 
the year to ask when we were going 
to hold our $5 sale, saying that they 
were going to wait for that sale 
before buying their shoes. One 
woman said she usually bought from 


‘three-to five pair of shoes at our 


sales, and she was very much aston- 
ished to hear that we would not have 
it this year. However, she wanted 
our shoes and bought several pair 
at higher prices when she found 
there would be no sale. 

“When we sell our shoes at $5 we 
are putting just that many more 
shoes on the street at the beginning 
of the new season, and it means that 
there will be just that many people 
who are not going to purchase 
spring shoes.” 

The Walk Over $5 sale has always 
been a one week event and very suc- 
cessful from a standpoint of pair 
sales. However, Mr. Helmbacher 
believes that these same shoes can be 
moved at a much higher price, by 
offering larger commissions. 

“The condition of our stock was 
another important factor in making 
the decision this year,” said Mr. 
Helmbacher. “Our stock was low 
and clean and we did not have 
enough shoes of the odd and end 
variety to conduct a $5 sale. We 
would either have to disappoint 
many people or buy job lots, and 
since we have never before bought 
shoes especially for cut price sales 
we do not intend to adopt the prac- 
tice now. The alternative was to 
eliminate the sale and adopt the new 
method. The results have proved 
satisfactory.” 
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Is the Downtown Store Doomed 
By Parking Restrictions? 


What a National Survey Shows 


N Eastern town has a cae 
A traffic cop, who is so 
zealous in his efforts 
to enforce the letter of the 
law governing parking that 
merchants in the center of 
the town report a falling off 
of 25 per cent in volume of 
business, directly attribu- 
table, they declare, to his 
efforts. 

A twenty-minute parking 
limit isn’t sufficient for any 
customer to do business in a 
shoe store. It takes even 
that length of time for a 
drug store soda these days. 

Merchants in many parts 
of the country say emphati- 
cally: 

“We do not want too strict 
parking regulations. We 
want the trade of the auto- 
mobilist. Take the heavy 
trucks off the streets in 
front of our stores. Elimi- 
nate all day parking, but 
make it possible for custom- 
ers to enter our stores.” 

Will Rogers in one of his 
Bull Durham talks says: 
“Taxis and traffic are get- 
ting so thick nowadays that you don’t 
pay to ride in one, you pay to sit in 
one. You aska friend, ‘Come sit with 
me in a taxi this afternoon and we 
will watch the people walk by.’ 





6¢ [| WENT from the Grand Central 

to the Pennsylvania Depot in 
New York the other day in one. It’s 
only twelve blocks. I had forty min- 
utes to make my train, missed it and 
the next two. The chauffeur got 
arrested before we got there for 
having a last year’s license. 

“Smart taxi companies are put- 
ting on sleepers. Fifteen blocks or 
over is a sleeper jump. The life of 
a taxi driver now is thirty trips and 
then he is retired for old age.” 

Twenty years ago, when cars were 
a novelty, rental values in the cen- 
ters of cities were based on carriage 
trade. The doorman was an out- 
ward symbol of high class merchan- 
dise. Today the uniformed traffic 


1914 am T7,000. 


| 
1917 ase 174,000. 


MOTOR VEHICLES IN MASSACHUSETTS 


There are in Boston no 
hard and fast rules in the 
regulation of parking. Some 





in 1925—- 
Commercial. vehicles 
comprised 13 percent 
fad the total tates 
vehicles registered 


Motor vehicles reai- 
stered in Metropdii- 
tan Boston amounted 
to 40% of State total 
There were 5,3 persons 
to each motor vehicle 
in the state 








districts prohibit parking; 
some permit it for one hour 
and there are open spaces, 
operated by private inter- 
ests, where parking is per- 
mitted at low rates. 


HE busiest moments of 
the day insofar as auto- 
mobile traffic is concerned, 
are between 8.45 and 9 in 
the morning and 5.45 to 6 in 











Showing the growth of automobiles in one State 


alone. No wonder traffic is congested 


cop, specially employed by the stores, 
takes his place, for the open en- 
trance is needed for taxi cab service. 

No group of men have done more 
work in the direction of solving the 
traffic problem than have the mem- 
bers of the Retail Trade Board of 
the Boston Chamber of Commerce. 
On one of the big highways entering 
Boston have been established termi- 
nal garages. To encourage morning 
shopping, from 9 a. m. to 11 a. m., 
parking is without charge, and the 
maximum for the day is only thirty- 
five cents. The store patrons have 
the privilege of parking their auto- 
mobiles and then proceeding by 
busses to the stores in town. 

This special parking privilege is 
linked up with trade through the 
fact that patrons must show a record 
of purchases made on the day of 
parking. Otherwise, the regular 
full day rate is charged by the 
garage. 


the evening. In the morning, 
an Official observer of the 
Chamber of Commerce 
noted at the busiest corner, 
Beacon and Arlington 
Streets, that after a cessa- 
tion of fifteen minutes, or 
until 9.15 a. m. the auto 
traffic then began to grow 
again almost to its 8.45 to 
9 a. m. proportions — in 
dicating that the early shop- 
per and the salesman (in the 
latter case perhaps he had 
gone to his place of business 
and was proceeding then in 
quest of trade) were an im- 
portant part of the motor traffic. 

A study of street traffic regulation 
in American cities has been made by 
Capt. J. L. Butler, and here are 
brief summaries of conditions in a 
number of cities: 

Kansas City—Kansas City has 
one-hour parking between 9 a. m. 
and 4.30 p.m. No parking between 
7 and 9 a. m. and 4.30 and 6. p. m. 
Morning parking prohibition not en- 
forced. Merchants strongly oppose 
proposed measure to eliminate park- 
ing on downtown streets. 

One firm pays the parking charge 
if the purchase amounts to more 
than one dollar. On Aug. 27 the 
merchants were successful in chang- 
ing the afternoon parking restric- 
tions from 5 p. m. to 6 p. m. instead 
of 4.30 to 6, over the protest of the 
street railway company, who opposed 
it, one of its reasons being, accord- 
ing to the press, that “we expect to 
place in operation in this district 
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within the next four months, 63 
motor busses, which are bound to 
add to congestion.” 

St. Louis—For the most part, 
cross streets in St. Louis are one- 
way streets. No parking on left 
side where there are car tracks. No 
parking from 7 a. m. to 10 a. m. and 
4 to 6p.m. One-hour parking 10 
a. m. to 4 p. m. 

Merchants complain that little at- 
tempt is made to enforce the ordi- 
nance and that as a result the streets 
are used for storage purposes. Two 
firms are maintaining expensive 
garages to house customers’ cars 
and another provides parking space 
for its customers’ cars. A municipal 
garage at the edge of the congested 
district with a capacity of 750 cars 
provides parking space at 15 
cents for two hours. 


HICAGO —No parking 

permitted between 7 and 
10 a. m. and 4 and 6 p. m. 
Thirty minute parking 10 
a.m. to 4 p. m. Elevated 
railway brings traffic from 
all parts of the city to the 
Loop district. An excellent 
bus service brings hundreds 
of thousands to the edge of 
the Loop daily. Some busses 
enter the Loop. 

Twenty-five per cent of 
the delivery vehicles in the 
Loop during certain hours 
are horse-drawn, which 
slows up all vehicle traffic to 
the slowest pace of any city 
visited. 

Merchants say that con- 
gestion in the Loop is re- 
sponsible for the rapid 
growth of outlying business 
centers, but say al8o that 
land values are so 
high in the Loop that 
garages would be too 
expensive for mer- 
chants to maintain 
and that they have 
little hope of better 
conditions until sub- 
ways replace the sur- 
face cars. Grant Park, 
only three blocks 
from the shopping 
center, has a parking 
station that will ac- 
commodate 4000 cars 
per day at 25 cents 
each. 

Detroit — Detroit 
has no parking be- 
tween 4.30 to 6.15 
p. m. - Parking is lim- 
ited to twenty, thirty 
and sixty minutes 
prior to 4.30 p. m., de- 





pending on location. Parking is pro- 
hibited on some narrow streets. 
Police advocate “no parking” be- 
tween 7 and 10 a. m. Hundreds of 
busses operate through the congested 
district and add greatly to conges- 
tion. 


ERCHANTS oppose any fur- 

ther restrictions on parking. 
A recent referendum was conducted 
by the Retail Merchants’ Association, 
assisted by five stores, a department 
store, a specialty store, a jewelry 
store, a men’s clothing store and a 
shoe store, in an endeavor to deter- 
mine what percentage of their cus- 
tomers came to their stores in autos. 
This was done through a postcard 
canvass, and showed that 42 per cent 





No trouble with traffic in these days, but— 





if you were ever tagged for speeding, as Red Grange was, you can 
console yourself with the thought that you are the victim of a condi- 
tion which is causing brother merchants to wonder just how valuable 
the downtown locations really are 
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of the customers answering came 
downtown in their own cars and that 
five per cent came in cars driven by 
chauffeurs. In the face of this show- 
ing the merchants are jealously 
guarding their rights against any 
unnecessary curtailment of the park- 
ing privilege. 

Buffalo—Buffalo prohibits park- 
ing on Main and Chippewa Streets, 
Thirty and sixty-minute parking al- 
lowed on all other streets. Street 
cars are convertible type, single step, 
front entrance, pay at center exit, 
as you leave, and load passengers at 
the rate of one per second. 

Bus lines operate in the congested 
district and are of single and double- 
deck type. City provides free park- 
ing lot about three blocks from the 
shopping center, also along 
the waterfront. Merchants’ 
Association doubts the wis- 
dom of merchants supplying 
parking for customers’ cars, 
and points to the possibility 
of other customers demand- 
ing an equal gratuity, should 
the parking of customers’ 
cars become the custom. 


OSTON — One of the 

most prominent mer- 
chants of Boston said: “The 
automobile is the life of busi- 
ness and when it is removed 
from downtown, the down- 
town district will die — 
will’ disintegrate. Parking 
is an asset that must be pro- 
tected by the merchants.” 

He urges merchants 
throughout the country to 
awake to this fact. The re- 
moval of surface cars and 
the establishment of scores 
of one-way streets enables 
the traffic department 
to put an incredible 
amount of traffic 
through streets little 
wider than alleys in 
Los Angeles. 

New York—Except 
for a few narrow and 
cross-streets, one may 
park his car one hour 
on almost any street 
in Manhattan. No 
a. m. and p. m. park- 
ing prohibition in 
effect. 

One merchant pro- 
vides garage space 
for his customers’ 
cars some ten blocks 
from his Fifth Ave- 
nue store and sup- 
plies chauffeur ser- 
vice for taking the 
cars to and from the 


[CONT’D ON PAGE 65] 
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It is neither necessary nor desirable that the normal foot be fitted on every occasion with a shoe built over the 
Length and width, of course, should be judged carefully, but the wearing of different lasts, if the 


foot be normal, makes for foot adaptability and allows a freer play of foot muscles than would otherwise be 


the case. 





the picture. 


Fitting the Woman Who Wants 


Here, for instance, are four lasts, all different, and all good for the pair of feet in the middle of 


to Fit Herself 


made by foot correction. Symp- 

toms of arch trouble stand out 
and are easily noticed by the experi- 
enced eye. Those who suffer can 
easily be made permanent customers 
if the salesman takes advantage of 
this knowledge. Just as persons 
having some minor ailment feel re- 
lieved on the approach of a phy- 
sician’s automobile and his presence 
so does a person in agony due to 
abnormal arches feel relieved when 
a salesman speaks to them about 
how easily and satisfactorily he can 
immediately relieve this condition. 
This customer immediately feels at 
home and is willing to listen to al- 
most anything this salesman has to 
Say, especially if he shows a personal 
interest in the customer in showing 
his willingness to relieve her and 
modify the suffering usually accom- 
panying bad arches. 

Nine women out of ten are mis- 
fitted because some shoe salesman, 
being so eager to sell (and on the 
other hand,the women being so eager 


(Fs customers can be 





By J. J. Eckhard 
Eckhard Bros., Alton, IIl. 


to be misfitted in order to get shoes 
that fit the eyes rather than the feet) 
fit her improperly, thus causing the 
foot to become distorted and broken 
down. It is a fact that nine women 
out of ten resent being told of the 
wrong way they buy shoes because 
it is usually of their own choosing 
and the truth usually hurts. 

In cases of that kind it is usually 
always best to fit them the way they 
want to be fitted and after you have 
received the purchase price tell them 
“we are glad to sell you the kind of 
shoes you want, fitted the way you 
want to be fitted.” When the shoe 
comes back for adjustment the per- 
son handling the customer can say, 
“Shoes fitted according to scientific 
methods of fitting by experienced 
salesmen usually do not come back 
for adjustments.” 

No doctor can be held responsible 
for a disease or ailment if the pa- 
tient does not carry out the physi- 
cien’s instructions. Likewise the 
shoe fitter is not responsible for a 
shoe wrongly fitted, when the sales- 


man prefers to fit longer or wider 
whichever the case may be, but fits 
the foot according to the way the 
customer insists upon. 

“Sixteen year old girls know more 
about fitting shoes than men forty- 
five years of age with twenty-five 
years of practical shoe fitting ex- 
perience.” Such suggestions dropped 
in the shoe stores in a nice way are 
sometimes taken by those needing 
this expression most. People com- 
plaining of tired, aching feet are 
craving relief and would usually go 
where they heard some salesman say 
something like that than that foot 
troubles are usually manufactured 
and brought upon the people by 
poorly fitted footwear. 


HEY unconsciously admit their 
weakness and are then willing to 
listen to reason. Just as anyone who 
is unfortunate in having a fire is 
willing to buy insurance when their 
property is in flames. Too many 


follow the lines of least resistance 
in order to make sales. 











Shoes for street and sport exhibited by New England manufacturers at the annual meeting of the Massachu- 
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setts Retail Shoe Merchants’ Association. 


Merchants Urged to “Sell Up” 
Not Down 


A Method of Meeting Low Price Competition 


N Wednesday, May 12, the 
Q Massachusetts Retail Shoe 
Merchants’ Association staged 
a meeting in Boston which, because 
of the range of subjects discussed 
and the thoroughness of their treat- 
ment, may well serve as a model. 
The members had presented for 
their consideration sound methods of 
merchandising, discussions of cur- 
rent style trends in shoes, more than 
a glimpse into what the autumn 
holds in store, a discussion of the 
correct types and colors of hosiery 
tc be sold for wear with current and 
future shoe styles. In addition to 
that, unusual features to be pre- 
sented in connection with the Boston 
Shoe and Leather Fair in July were 
announced and the members were 
treated to an exhibit of footwear 
divided into two classes—shoes for 
immediate delivery and shoes repre- 


senting the trend for fall. This ex- 
hibit was supplemented with an ex- 
hibit of hosiery. About 100 mem- 
bers and guests were present in the 
Hotel Vendome where the meeting 
was held. 

Albert. W. Donovan, of E. T. 
Wright & Co., and president of the 
New England Shoe and Leather As- 
sociation, sounded the merchandising 
keynote of the evening when he 
urged retail shoe merchants to “sell 
themselves up, rather than down,” 
which, he declared had been the prac- 
tice in the past. “If you base your 
business on percentages,” he said, in 
speaking particularly of the men’s 
end of the business, “you will- see 
that of every 100 men who enter 
your store to buy shoes, and I am 
assuming that you are doing a gen- 
eral shoe business, a fair percentage 
are men who could and would buy 


kigher grade merchandise than you 
offer were that merchandise avail- 
able in your store and were it prop- 
erly presented.” 

This policy of “selling up,” Mr. 
Donovan argued, was the best means 
of combating the competition of 
chain store organizations with their 
specialized price policies. 

“There are a great many people,” 
he urged, “who have the money to 
pay more than the $6 to $7.50 price 
so commonly asked and who do not 
feel at all complimented not to have 
offered to them merchandise in the 
classification in which they have put 
themselves.” 


HE chain store problem also was 
touched on by George B. Hen- 
drick, director of the W. L. Douglas 
Shoe Co., who stated emphatically 
that the average retail shoe merchant 
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js handicapping himself by allowing 
the chain store organization to go 
him one better in the matter of 
window display and advertising gen- 


erally. 


R. HENDRICK then gave a 
M résumé to date of the accom- 
plishments of the committee hav- 
ing in charge plans for a merchan- 
dising conference to be held in 
connection with the Boston Shoe and 
Leather Fair. The announcements 
which he made are given in detail 
on another page in this issue. 

The coming shoe and leather fair 
also was discussed by Everett Brad- 
ley, of Haverhill, president of the as- 
sociation in charge of the annual 
affair. 

As one of the feature speakers of 
the evening, President D. F. Sulii- 
van introduced Miss Merle Higley 
of the Brown Durrell Company, who 
spoke of the relationship between 
shoes and hosiery not only in color 
but in texture as well. 

“Women’s costumes,” she said, 
“are matched to the complexion of 
the wearer in the fashionable shades, 
and so hosiery must harmonize or 
blend with the color tones of the cos- 
tume, and with the shoes. Hosiery 
types differ with the type of shoe. 
For instance, it is necessary to wear 
a service stocking with a service 
shoe. The last, the heel, the upper 
stock, as well as the color of the 
shoe, have an effect on the kind and 
the color of the hosiery. Next fall, 
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with the advent perhaps of suédes, 
a service silk or heavier stocking 
should be worn. Chiffon stockings 
should never be worn with the low 
heel sport or walking oxford. Chif- 
fon stockings should never be worn 
with oxfords or pumps _ having 
leather heels. Chiffon stockings 
should be worn always with covered 
heels.” 

Following Miss Higley’s talk was 
that of Buford H. Jones, vice presi- 
dent of the Thomson-Crooker Shoe 
Company of Boston. After urging 


the importance to the merchant of at- 
tending merchant get-togethers, he 
warned the gathering that black 
shoes should not be considered the 
be-all and end-all of high style for 
“Why not colors?” 


autumn. he 


asked. 


““J F there is going to be another 

black season, I believe that we 
are not going to sell many pairs of 
shoes. It is up to the retail shoe mer- 
chants to sell something besides 
black shoes. Shoes should not be in 
too dark brown shades, either. I be- 
lieve light brown, or tan shades will 
sell this fall. I believe that lower 
heels will sell this fall. I think that 
the average retail shoe merchant 
went a little too strong on high heels 
this spring. The average merchant 
has taken care of his wants on high 
heels—the average shoe manufac- 
turer put in only two or three lasts 
on high heels. Do not forget that 
the bulk of business in the women’s 


59 


shoe trade is always done on the 
medium height heel.” 

Humor was injected into the meet- 
ing by an entertaining address on 
“Wit and Humor” delivered by 
Charles Fox, budget commissioner 
of the city of Boston. 


UESTS of honor, other than the 
chief speakers, were Horace R. 
Drinkwater, of Edwin Clapp & Son, 
also president of the Boston Boot 
and Shoe Club; Ralph B. Jones, pres- 
ident of the National Association of 
Shoe Wholesalers; Thomas F. Ander- 
son, secretary of the New England 
Shoe and Leather Association; T. A. 
Delany, secretary of the National 
Shoe Travelers’ Association; and 
P. F. Girard, president of the Boston 
Retail Shoe Salesmen’s Association. 
Officers and directors of the Mer- 
chants’ Association were elected as 
follows: 

President, D. F. Sullivan of Fall 
River; First Vice-President, H. F. 
McNeil of Thayer McNeil Co., Bos- 
ton; Second Vice-President, C. J. 
Tetreau, Lawrence; Secretary-Treas- 
urer, Fred W. Small of Gilchrist Co., 
Boston. Directors: I. B. Howe, of 
A. H. Howe & Sons, Boston; Henry 
Hagan, Boston; William C. Goodwin, 
Fitchburg; I. H. Morse, Lowell; B. 
H. Bluestein, Boston; Cornelius L. 
Mahoney, Lawrence; T. S. Childs, 
Holyoke; and L. C. Haynes, of 
Springfield. 
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Merchandising Conference to Be 
Boston Show Feature 


(The following article on the mer- 
chandising conference to be held in 
connection with the Boston Shoe and 
Leather Fair, was taken from an ad- 
dress made by Mr. Hendrick before 
the annual meeting of the Massachu- 
setts Retail Shoe Merchants’ Asso- 
ciation.—Ed. Note.) 


HE retail shoe merchants of 
the United States need to think 
more about merchandising and 


need to think strongly about the sub- 
ject. We are giving much effort, 


time and publicity and are spending 
many thousands of dollars, in order 
to prepare for the retail shoe mer- 
chants of the country a merchandis- 
ing conference to be held at the Bos- 


ton Shoe and Leather Fair, July 6, 
7 and 8. This will mean something 
worthwhile to all. We are going to 
have a program here so good that it 
will pay every retail shoe merchant 
to come to New England for the ex- 
press purpose of attending this con- 
ference. Here are some of the sub- 
jects which will be treated: 

1. The “Successful Merchandis- 
ing of Women’s Shoes,” by Harry 
Delmen, than whom there is no one 
better able to handle the subject. 

2. “Building Business Through 
Newspapers.” This topic will be 
treated by a man formerly with John 
Wanamaker, the leading newspaper 
advertiser of shoes in New York City, 
Herbert Emmet. 

8. “Shoe Retailing and Direct Ad- 
vertising,” by Homer J. Buckley. 

4. “Outdoor Advertising,” by Clar- 
ence Lovell, one of the best authori- 
ties on this subject. 

5. “The Retail Shoe Merchant and 
His Windows,” by George Smith of 
the United States Rubber Co. 

6. “How to Merchandise Men’s 
Shoes.” Conference leader to be an- 
nounced. 

7. “The General Problem of Retail 
Advertising.” 

8. “The Clerk and His Customer.” 

9. “Putting Over a Sale.” 

10. “What Are Effective Ways to 
Meet Competition?” 


By George B. Hendrick 


Director, W. L. Douglas Shoe Co. 


Mr. Hendrick is in charge of the 

merchandising conference to be 

held in connection with the Bos- 

ton Shoe and Leather Fair, July 
6, 7 and 8 


There will be a number of other 
pertinent phases of merchandising 
treated by authorities in their line. 

For instance, when a customer 
comes into your store, how do they 
view your store? 

What do they see when they go 
into a shoe store? 

How often should a merchant 
change his windows and when? 

“How Can I Hook Up My Windows 
to the Store Selling?” 

“Should ‘Bargains’ or high priced 
merchandise be featured in my win- 
dows?” 

“How Can I Prepare a Good Mail- 
ing List?” 

“How Many Follow-Ups Should 
There Be?” 

“What Are the Effective Appeals 
in Direct Mail Campaigns?” 

“What Makes a Good Letter—One 
That Sells?” 

“How Can I Plan Special Sales?” 

“How Much Should I Spend in 
Advertising?” 

“What Makes Good Newspaper 
Copy?” 

“How Can I Get Attention Value 


in My Newspaper Advertising?” 

We have also planned to have a 
number of booths, each one entirely 
separate from the other, and each 
presided over by authorities on news- 
paper, poster, direct advertising, and 
all of the other merchandising sub- 
jects. Here people may sit down 
alone and talk with authorities, who 
are willing to give of their time to 
give to merchants the gems of in- 
spiration which they have learned 
through intensive study and experi- 
ence. 

Don’t you think that it would be a 
good idea to close the local shoe 
stores during these merchandising 
conferences? Merchants both here 
and visiting merchants should be 
willing to give a couple of hours for 
two or three mornings during the 
days of July 6 to 8 to have the knowl- 
edge which these merchandising con- 
ferences will give them. 


New Advertising Stunt 


Planned by Wohl Shoe Co. 


David P. Wohl, president of Wohl 
Shoe Co., St. Louis, in a recent in- 
terview expressed himself as highly 
pleased with the reaction of his ad- 
vertising campaign now appearing in 
the BooT AND SHOE RECORDER. 

“I have always been a believer in 
the value of advertising,” said Mr. 
Wohl, “but my ideas have been more 
along the line of educational and 
constructive advertising rather than 
simply to sell shoes. 

“T have felt for a long while, and 
it is quite apparent, that many of 
the smaller shoe retailers have be- 
come discouraged because of changed 
conditions in the retail distribution 
of style shoes. Our ads have been 
planned to offer suggestions of a 
helpful nature and encouragement to 
these retailers. 

“I have planned a series of sub- 
jects to be covered in the course of 
our campaign, and each ad will take 
up one or more of these. 

“The whole trouble with the small- 
er shoe retailer, as I see it, is his 
apparent apathy toward his business. 














May 22, 1926 





BOOT AND SHOE RECORDER 






~ 


More Newspaper Cooperation 
Two Boston Dailies Stage Unique Campaign to Make Men Shoe 


Conscious and to Create Interest in Their Own 
Advertising Columns as Well 


RECORDER had occasion to 

comment on the cooperation 
extended by two Houston, Texas, 
newspapers to its retail shoe mer- 
chant advertisers. Large sections 
were devoted to skillful discussions 
of style trends—all designed to get 
men and women interested in foot- 
wear and timed to hit them at the 
moment. 

Now come the Boston American 
and its sister paper, the Daily Ad- 
vertiser, with a double barreled 
campaign, designed, on the one hand, 
to make men think of their footwear 
more than they have in the past, 
and, on the other hand, to sell them 
on the idea of buying the merchan- 
dise advertised in the columns of 
those two publications. 

Three of the advertisements, of 
which there were five, are reproduced 
here. The complete headline and 
text of all five, which ran one a day 
for a week, are given below for the 
benefit of any merchant who is plan- 
ning advertising copy into which 
these ideas may fit: 


Judge Men by Their Shoes 
and Collars 


R= TLY the Boot AND SHOE 


IRST impressions go a mighty 
long way toward making or 
breaking a man. 


And first impres- 
























Judge Men 
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Shoes and 
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Shabby 

Ca Sm The up and coming chap haows well 
cannot thapeless, forlorn shoes. Check up this state- 

ment with the footwear of men who are getung ahead 


Ev Seeiy and tan exten w» Ge tem prow read the shoe 
advertisements in woulda Amovices and he 
yy vow i 











Black Shoes 
After Six 
O’Clock 










CURFEW rings for ight colored shoes ndown 
Men hg oats ze their shoes are A ‘uadunon of 
proper dress. mvariably wear black shoes im the evening 





Ruy a pair ot black shoes to wear ahver dinner, remem 
Ney you are only as well dressed a 
bea syten, quolity cad palom Gum tp ene ebnerten 
ments in the Boston American and the Daily Advertiser 








sions are made regarding appearance 
from a man’s shoes and collar. 

“Shabby, run down at the teel 
shoes are associated with incompe- 
tence and failures. The up and com- 
ing chap knows well he cannot afford 
shapeless, forlorn shoes. Check up 
this statement with the footwear of 
men who are getting ahead. 

“For quality and best styles at the 
best prices read the shoe advertise- 
ments in the Boston Evening Ameri- 
can and in the Daily Advertiser.” 


Keep Your Shoes in Tone 


UST as a saxophone off pitch 
discords a whole dance or- 
chestra so do shoes that don’t har- 
monize mar the effect of your whole 
attire. 

“Impressions of you are formed by 
the condition of your shoes and col- 
lar that may make or break your 
life’s success. Be careful to put your 
best foot forward in shoes that 
create favorable impression. 

“While there may be comfort in 
an old pair of shoes that advantage 
is overbalanced by their many disad- 
vantages. Select new shoes that 
truly represent you from the shoe 
advertisements in the Boston Eve- 
ning American and the Daily Ad- 
vertiser.” 


Wear Good Sport Shoes 


OTICE and you will see that 

champion athletes always 
wear correct shoes when playing 
their game. As well as the comfort 
and convenience of proper footwear, 
there is another mighty important 
reason. 

“To play successfully you must feel 
and look the part or suffer the han- 
dicap of an inferiority feeling. At- 
tention, yours, the opponent and the 
onlookers, first centers on your 
shoes. If you feel they are not all 
they should be, you are beaten be- 
fore you start. 

“The same holds true in the game 
of business and in life. The shoes 
you wear have a lot to do with the 
footprints you leave on time’s sand.” 


Those Youthful Lines 


O get longer and better ser- 

vice—to keep your feet in 
trim, always tree your shoes when 
not in use. Like all thoroughbreds 
good shoes respond to proper treat- 
ment. 

“Due to elasticity in leather, shoes 
soon lose their youthful lines when 
worn day after day. But by treeing 
and changing your footwear often 
shoes retain original shape.” 


Mera 


Keep Your 
Shoes in 
Tone 
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Editorial-ettes for Merchants 


Advertising 


Give Some Space in Every “Ad” 


HERE’S something more than 
style in shoes. There must be, 
and it’s up to somebody to find 
out what that something else is. 
What is a new force that can be 
brought into shoe advertising? What 
is it that will make possible a new 
national appreciation of shoes, How 
may shoe merchants capitalize a 
truth as the various national associa- 
tions have done? What is needed is 
something that will kindle an en- 
thusiasm in any and every merchant; 
that every merchant will be glad to 
find space for in his advertising. 
Why is it that the slogan, “Walk 
and be Healthy,” epitomizing a truth 
as old as the hills and more valuable 
today than ever before when life has 
grown so sedentary, has never ap- 
peared in more than a few mer- 
chants’ advertising since it was 
flashed on a business which is eager 
for the location of a source of steady 
interest. 
There is something somewhere 
that will strike a national stride, 
that will arouse the imagination of 





Editorial-ette No. 1 





Shoes and Appetite 


If your shoemaker tries too hard to 
save’ you a few dollars, he may be do- 
ing you a great injustice. 

A skimpy last may press on muscles 
that will rebel without your really know- 
ing it. You will favor yourself—stay 
indoors more—refuse to exercise—your 
appetite will get dull and you'll spend 
more than you save on shoes in trying 
to tempt it. 

Furthermore, the blood needed for 
digestion may be busy on your feet. 
It’s folly to try to save money on some- 
thing that means your very health and 
happiness. 








(The illustrations shown in this 
article have been purposely made 
in all black and white so that you 
may tear these pages from the 
Boot AND SHOE REcoRDER, if you 
want to, and turn them over to 
the engraver with every assurance 
that he will be able to make an 
engraving therefrom.—Ed. Note) 





all merchants and bring to the busi- 
ness in general a pivot on which to 
swing public opinion toward the new 
idea in shoes. 

If folks will spend hundreds of 
dollars for one type of locomotion 
why won’t they spend just a few 
dollars for another? 

If those who read the slogan “Walk 
and Be Healthy” had read Thoreau’s 
version of the hundredfold benefits 
to be derived from a walk that slogan 
might today be a great influence in 
the scale of more and better foot- 
wear. 

But when an automobile manu- 
facturer says “Ride in Luxury” he 
is coasting down the hill of least 
resistance, saving gas, and gaining 
speed all the while. There’s some- 
thing that strikes a national feeling. 
“Ride” — “Luxury” —in the first, 
ease; in the second, affluence. There 
is no imagination, however dull, that 
lacking in appreciation of these two 
things. If there should possibly be 
such it is too small a quantity to 
bother with anyway. 

Still the automobile manufacturer 
takes hundreds of words in each ad- 
vertisement to further inspire the 
readers’ imagination. One can sense 
that luxurious comfort in roomy 
seats and deep cushions, can almost 
feel the exhilarating swish of air on 
cheek as the car glides lightly over 
mile upon mile of roadway. The 
pioneering spirit is aroused. It’s al- 
most better than the actual experi- 
ence of a ride, but that is what is 
needed in the advertisement to carry 
over into the salesroom the sales- 
making desire or feeling or impulse. 

And strange as it may seem ‘two 
advertisements selected at random of 


the highest and lowest priced cars 
respectively the highest priced car 
described with 112 words of copy 
while it took 128 words to tell the 
story of the lowest priced. What is 
the standard, on that basis, of the 
correct number of words per adver- 
tisement? 

In a toilet soap ad that comes to 
hand there are 150 words and a 14 
word title, more words than it takes 
to portray an automobile, and in a 
bread advertisement there are 130 
words by actual count. 

These are everyday products with 
which everyone is familiar, with 
which everyone comes into daily con- 
tact from childhood on. 

Of course there is a difference in 
breads and a difference in the toilet 
soaps, and these differences must be 
recognized, but there is the great re- 
semblance that with each the neces- 
sity arises to develop their many 
sided values. The attitude in which 
they are taken determines and 
heightens the esteem in which they 
are held. The everyday product 
needs the stimulation of ideas fre- 
quently applied. 

A survey of daily or seasonal ac- 
tivities finds the popular mind pre- 
dominated by one thing or another. 
When the snow drives one will find 
the raido and theatres occupying the 





Editorial-ette No. 2 





A few words— 


—of wisdom that you may not care a 
hoot for. 

Buy a pair of $5.00 shoes and pay 
5e. a day. 

Buy a pair of $10.00 shoes and pay 
3c. a day: 

Buy a pair of $15.00 shoes and pay 
le. a day. 

The way to figure cost is by the year 
and in feet. 

















carried, 


Shoes to gold and 
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Editorial-ette No. 3 








Stretch Dollars, Not Shoes 


Here’s how to stretch your shoe dol- 
lar. Be sure that enough expense and 
time and ability have been put into the 
actual manufacture. Be sure that the 
material will stand the pounding of 
your weight. 

Style is the least important because 
it is so obvious. You can always get 
a stylish shoe. It takes months to 
learn ail the rest. 

The only way to be sure of getting 
the most for your money is to patron- 
ize a good store and stick to that store 
long enough to learn ALL the qualities 
of their shoes. 








HAT is advertised as one of 

the handsomest and most 
elaborately appointed shoe stores in 
the South, has recently been opened 
in Shreveport, La., under the name 
of The Cinderella Slipper Shop, un- 
der the management of Clarence 
Dryer. The decorative effect is car- 
ried out in French ivory and Ameri- 
can beauty, outfitted, including the 
front, at a cost of $18,000. The 
fitting chairs were specially made to 
blend with the color scheme, as were 
the fitting stools, 
shelving and other 
accessories. Rich 
American beauty 
and old rose carpet 
of luxurious thick- 
ness, covers the en- 
tire floor of the in- 
terior. 

This is strictly a 
specialty shop, being 
confined to $6 shoes, 
and $1.65 hosiery 
for women. A wide 
range of styles and 
materials are being 
everything 
from plain walking 


in widths AAA to C, 
fill the shelves of the 
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centre of attention. When the 
weather gets balmy out come the 
jacks from under the family flivver 
and a complete new set of ideas hold 
everyone in their grasp. Between 
these extremes are a thousand di- 
versities and tendencies that direct 
the thoughts and expenditures of the 
public. One can never tell from what 
quarter will come a new demand for 
anything. 

A prince or a photoplay hero in- 
fluences personal tastes in men’s 
clothing. 

And there’s always room for an 
improvement or a change. There is 
nothing staid in tastes. There is 
nothing fixed. The power to pur- 
chase seems limitless. Once the pop- 
ular fancy becomes fired there is 
nothing to it but to be prepared to 
fill demand. 

And there are ways of developing 
imagination that the shoe merchant 
may use during a time when other 
things than shoes seem to hold the 
fancy. There is a type of footwear 
best adapted to any summer activity. 


Ten Sales a Day—By Mail 


new shop. By eliminating all facili- 
ties for handling charge accounts, 
thus doing away with office expense, 
and not maintaining an expensive 
delivery service, 10 to 12 per cent 
overhead is saved. 

The general idea of the Cinderella 
Shop is not new, as stores of this 
type flourish in all parts of the coun- 
try and have been signally success- 
ful. This store is locally managed 
and financed by a group of Shreve- 
port business men. 





i] kid sli Post cards used by the Cinderella Slipper Shop to get mail order busi- 
Sliver kid slippers, ness. Incidentally, the private post card is going back to a one-cent 


stamp basis this fall and will again become a useful, economical 


advertising medium 











Editorial-ette No. 4 








Shoes and Complexions 


Try to get some fresh air. Closed 
autos—closed street cars, etc. 

Try to be healthy without it. As 
you walk your blood carries off impuri- 
ties—your lungs drink deeply and you 
feel good all over. Eyes sparkle, 
cheeks redden, brain becomes more ac- 
tive, yet folks will forego these pleas- 
ures and benefits because they don’t 
feel equal to walking. Ninety-nine 
times out of a hundred it’s shoes that 
spoil it all. Select a good shoe store. 
Pay the price, and you'll get it all 
back with interest in better looks and 
a clearer brain. 








After the opening, good sized, 
plentifully illustrated ads in local 
papers, kept the chairs filled daily. 
It is. no uncommon matter to get 
mail orders from a distance of three 
hundred miles. These extra sales 
through the mail are never less than 
ten a day, running as high some- 
times as thirty. Cinderella does not 
send out any catalogs, but every two 
weeks a large mailing list is ap- 
prised of some new style, through 
the medium of an announcement 
sent on a one cent 
government post 
card. These cards 
show a picture of 
the shoe together 
with an interesting 
description of _ it, 
and bear one line 
that carries a- real 
punch. This line 
simply says “En- 
close this card with 
your size . . . width 

. .” These post 
cards are wonderful 
result getters, for 
they hit prospective 
customers often. 
What girl isn’t in the 
market for a pretty 
pair of $6 shoes 
every two weeks. 
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Oliver M. Fisher Passes On 


BROCKTON, Mass. — Oliver M. 
Fisher, president of M. A. Packard 
Company, and for 42 years connected 
with this concern, died at his home 
in Newton, Mass., at about 2 o’clock 
in the morning of May 13, after a 
six months’ illness. He was 70 years 
of age. 

Coming to the M. A. Packard 
Company as a salesman in 1883, Mr. 
Fisher won rapid promotion, advanc- 
ing to the position of sales manager 
and member of the firm in 1889, 
and to the vice-presidency in 1898. 
On the death of Moses A. Packard, 
founder of the business, in 1915, Mr. 
Fisher was elected president. 

Oliver M. Fisher was born in Hen- 
niker, N. H., on Nov. 2, 1855, the son 
of the late internal revenue collector 
in that district. He prepared for 
Harvard, but poor health forced him 
to give up his studies, and later he 
entered business. 

Mr. Fisher had a wide circle of 
friends in the shoe trade. -He was 
a good association man. In 1898 
he joined the Boston Boot and Shoe 
Club and in 1920-1921 served as its 
president. He was a former director 
of the New England Shoe and Leath- 
er Association, and was active in 
the National Boot and Shoe Manu- 
facturers’ Association in the early 
days of its existence. 

He was a director of the Interna- 
tional Trust Company, the Newton 
Trust Company and a member of the 


Board of Aldermen of Newton from 
1899 to 1901. 

He was an earnest church worker. 
For five years he was national treas- 
urer of the $2,000,000 or more Uni- 
tarian fund, and had been chosen as 
treasurer of another fund for this 
purpose, but was obliged to relin- 
quish this position on account of his 
recent serious illness. 

During the World War he served 
as fuel administrator for Newton. 
He was treasurer of the Newton 
Pomeroy Home for Orphan Girls; 
vice-president of the Stone Institute 
and Newton Home for Aged People; 
a member of the Newton Welfare 
Bureau; a director of the Boston 
Chamber of Commerce, and in the 
Twentieth Century Club of Boston; 
a former president of the Hunnewell 
Club of Newton and the Unitarian 
Club; a director of the American 
Unitarian Association, a member of 
the Brae-Burn Golf Club and a for- 
mer member of the old Newton Golf 
Club. 

Mr. Fisher was prominent in Ma- 
sonic circles, being a past master of 
Dalhousie Lodge of Masons, New- 
tonville; a member of Gethsemane 
Commandery; a member of Scottish 
Rite, meeting at the Boston Tem- 
ple, including the Consistory, and a 
Shriner. 

His funeral took place on Satur- 
day, May 15, from his late home at 
260 Franklin Street, Newton, Mass. 
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The late Oliver M. Fisher 
‘URI et sors oom 


A delegation from the Boston Boot 
and Shoe Club and the New England 
Shoe and Leather Association was 
present; both associations sent floral 
tributes. 

He is survived by a widow and 
two daughters, Misses Caroline W. 
and Edith R., and by a brother, John 
W. Fisher of Newton, Mass., who 
has been connected with the sales 
department of the M. A. Packard Co. 
for the past 20 years. 








First an Orphan—Now a 
Shoe Merchant 
Late in the nineties the first shoe 
store in South Oklahoma made its 
appearance in Ardmore when J. E. 
Hamilton moved a bankrupt stock 


there from Texas. About this time 
William -.H. Prater, an orphan boy, 
decided to go to work. He had a 
couple of jobs offered him but the 
novelty of the shoe business car- 
ried the strongest appeal. Brading 
on buttons was the first job tackled. 
As he had to work to live he ap- 
plied himself diligently, rising rap- 
idly from button boy to stock to 
salesman to buyer. In 1913 he was 
taken into the organization as secre- 
tary-treasurer, a position held to- 
day. Now he is the head of the 
firm with all its attendant responsi- 
bilities. Field sports, foot ball, 
base ball and hunting are his best 
liked sports. As a youngster Mr. 
Prater played on the local town ba!l 
team. 


William H. Prater 


Being one of the organizers of 
the Oklahoma Shoe Retailers’ Asso- 
ciation, he has held some office ever 


since it was organized six years 
ago, so at the last annual meeting 
he was elected president. “Smile 
and smile it away” is his motto, so 
Prater is known as “The man with 
a smile.” A belief that there is 
more in life than worrying and by 
looking a problem square in the 
face in an endeavor to solve it, has 
helped wonderfully over many 
rough places. One other phase of 
his character is the practice of al- 
ways being courteous. “The cheap- 
est and most valuable commodity 
that I know of,” says Prater, “this 
is extended to traveling men as 
freely as to the best customer, and 
it pays big dividends.” For over 
thirty years Mr. Prater has been a 
cover to cover reader of the Boor 
AND SHOE RECORDER and he finds 
there is still much to learn in the 
business, and that there is no better 
place to get that information than 
this reading. He belongs to the 
Kiwanis Club, is a Shriner and pas? 
Chancellor of the K. P. 
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Is the Downtown Store Doomed? 





garage. He says the plan has worked 


| very nicely, the only criticism being 


the elapsed time between ordering 
and receiving the car from the ga- 
rage. The delay is accounted for 
because the route between the store 
and the garage lies through the 
heaviest traffic section of the city. 
He expects to overcome this difficul- 
ty by leasing a garage nearer the 
store. 

Philadelphia—Philadelphia streets 
are narrow for the most part, one- 
way, with a single street car track 
in the center. No parking on left 
side of car track. One hour park- 
ing at all other places. Regulations 
are not enforced and all-day parking 
results. 

The Philadelphia merchants are in 
about the worst predicament of any 
city visited. Due to some technical- 
ity, the police are unable to enforce 
the one-hour parking limit, and mer- 
chants say the result is that every 
clerk, doctor, real estate agent and 
others who are so inclined, park 
early in the morning on the one side 
of the street where it is permitted 


[CONTINUED FROM PAGE 56] 


and allow their cars to remain until 
they leave for home at night. They 
thus not only prevent shoppers from 
parking, but so monopolize the curb 
that chauffeurs can find no place to 
discharge their passengers. 

Omaha—Omaha is the one city in 
the United States that should have 
no traffic problems. All streets are 
60 feet or more in width, and laid 
out at right angles. It would seem 
that with a population of only 210,- 
000 and 45,000 autos, traffic conges- 
tion could not occur. On the con- 
trary, there is congestion on the 
streets due to angle parking and lack 
of enforcement. Merchants com- 
plain that their customers cannot 
reach their stores and as a result 
are patronizing suburban merchants. 
They say the police fail to enforce 
the one-hour parking ordinance and 
that police officials advocate the elim- 
ination of parking as a solution of 
the problem. 

Cleveland—Street cars are con- 
vertible type, single-step, pay as you 
leave, and load passengers at the 
rate of .8 second per passenger. Sev- 





eral bus lines operate through the 
congested district and add to the 
congestion. 'The shopping district is 
a very busy section. One intersec- 
tion carries 360 street cars and 2200 
vehicles per hour in midday and 
much more in the rush hour. 

One hour parking is permitted un- 
til 5 p. m. No parking between 7 
and 6 p. m. on some streets. Police 
authorities advocate the elimination 
of parking on some of the main shop- 
ping streets, particularly Euclid 
Avenue. 

San Francisco—With Market Street 
76 feet wide, choked with four rail- 
way tracks and the hordes of jitney 
busses which still infest that thor- 
oughfare, Market Street from Third 
to the Ferry carries but a fraction 
of the traffic that it should, and a 
large percentage of the traffic that 
logically belongs on Market Street 
finds its way to and from the/center 
of the city via narrow side streets. 

Forty-minute parking is permitted 
in the shopping district and one firm 
supplies free parking space for cus- 
tomers’ cars. 








Ault-Williamson Co., Inau- 
gurates New Profit-Shar- 
ing Policy 

An interesting bit of trade news 
is the announcement by the Ault- 
Williamson Shoe Co. of Auburn, Me., 
makers of the nationally advertised 
Constant Comfort and Constant 
Style shoes, of a profit-distributing 
policy in which A-W dealers will 
share. 

Beginning May 15 all economies 
in purchasing, production and sell- 
ing made possible by their present 
greatly increased business, and all 
such future savings resulting from 
increased volume of business will be 
applied in the form of lower prices 
on Constant Comfort and Constant 
Style shoes. In other words, the 
A-W retailer can now buy these 
lines at substantial reductions under 
former prices, giving him a greater 
profit. 

The Ault-Williamson announce- 
ment is the first step toward putting 
this policy into practical operation— 
a policy determined upon during a 
recent conference of the officials of 
the company, including C. R. Wil- 
liamson, president, and in charge of 








C. R. Williamson 


western sales, who came east ex- 

pressly to discuss this and other mat- 

ters of importance at this time. 
New Shoe Stores 

663 Broadway, 


Louis Feldberg, 
South Boston, Mass. 

George Newhall Co., Inc., 23-A 
School St., Boston. 





Poetry in Advertising 

Poetry as a vehicle of publcity is 
going to be tried by the Reynolds 
Company, of Providence, R. I., in a 
Buck-El-On poem contest. An ef- 
fort is going to be made to see how 
many versifiers there are in the 
shoe industry by a very adroit poem 
contest. 

The judges of the contest are Pe- 
ter F. Girard, president of the Bos- 
ton Retail Shoe Salesmen’s Associa- 
tion, James ‘-H. Stone, of The Shoe 
Retailer, and Arthur D. Anderson, 
editor of the Boor AND SHOE RE- 
CORDER. 


B. H. Moore Killed in Grade 
Crossing Accident 


B. H. Moore, who for some time 
has represented Weber Brothers 
Shoe Company of North Adams, 
Mass., in the territory surrounding 
Memphis, Tenn., was killed in a rail- 
way grade crossing accident at Cold 
Water, Miss., on May 4. 

He will be succeeded by E. W. 
Eddins, who will have headquarters 
at Memphis. 
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VARIETY 
and 
VALUE 





No. a bye om kid, gored 
No. 645—White kid ankle strap, French cord pump with saddle of white opalescent patent 
ad 18/8 full Louis heel, with perforated leather and buckle to match, 10/8 heel. 
vamp and quarter. Built on our 52 last. Built on our 54 last. 


It is our practice to offer from stock only those shoes which are 
meeting with the approval of volume buyers. 


In these selections we offer you the utmost VARIETY and 
VALUE. 





No, 643—Levor’s white grain kid, one strap, No. 646—New Castle’s 625 Parchment kid 
10/8 heel. Fancy stitch of vamp and quarter. trimmed with Hunt-Rankin’s blonde calf. 
Built on our 54 last. 14/8 Cuban heel. Built on our 53 last. 


‘4 GEO. B. LEAVITT CO. 
FARMINGTON,N.H. 3 


Women’s Shoemakers Exclusively 


SHA LERS for 35 Years 


Boston Orrices 163 Essex Street 


6 ce. _ 


When writing to advertisers please mention Boot anv SHor RecorpEr 








SEMI-FORMAL + « 


Pe for all 
occasions — 


style built in with 


the tradition of 
fine craftsmanship 
that is New Eng- 
land’s heritage. 


FORMAL 


JULY 6-7-8 
BOSTON SHOE & LEATHER FAIR 


STYLE SERVICE 
. New / 
courses 
DISPLAYS 
FORUMS 
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HE first shoes made in America were 
cobbled almost in the shadow of historic 

old Boston. 

7 Today — even as you read this — the hands 

of skilled craftsmen, unhurried by time, deftly 

ply at the trade taught by their fathers, their 

fathers’ fathers and the generations before 

¢ them. 

We want you to remember those generations 
of deft hands when you admire the authentic 
styles of the season as they parade down the 

<3 runway at the Boston Shoe & Leather Fair. 

N For shoe style is more than leather deep — 
} it is the inbuilt pride that comes from genera- 
tions of craftsmen. 
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Two thousand a week or two thousand 
a day; the choice is yours. 


How many doorbells could one of your clerks ring if you sent him out to tell 
the people of your town about your shoes? 

Perhaps two thousand a week, if he was a hustler. 

Advertising would reach that number — and more — in a day. 

But that advertising must be carefully planned, fitted to your store needs, to 
be most resultful. 

For the mere price of a strip of paper — a railroad ticket — you can learn all 
the effective ways to bring more customers into your store by advertising. 

There will be new features at the Fair this year — Style, Merchandising, 
Service. We have divided this feature into three principal divisions: 


STYLE 

MERCHANDISING 
FORUMS where able leaders 
will tell you all the details of 
merchandising campaigns that 
bring in the money, campaigns 
that sell style and service to 
your customers. 


MERCHANDISING 


MERCHANDISING CON- 
FERENCES, where you will 
have an opportunity to discuss 
your individual problems — at 
no charge—with experts in this 
field. 


SERVICE 

MERCHANDISING _DIS- 
PLAYS, where you will see real 
ideas in eye-attracting window 
displays, and effective news- 
paper and direct mail campaigns 
that have made money for other 
merchants. 


Learn the effective ways to bring customers into your store! 


JULY O-7-8 


BOSTON SHOE & LEATHER FAIR 


STYLE 





CONFERENCES 
DISPLAYS 


ey 
O 


FORUMS 


SERVICE 
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S. AY, how much longer are you going to be lacing up your boots? 
O wait awhile, can’t you? [ve given up wearing oxfords because I 
hate wool socks. 


But why don’t you get shoes with lacing hooks? Never unlace mine be- 
low the hooks—that’s what takes the time. 


Plenty of men like these—good customers for high 
boots with lacing hooks. Are you selling them? 


v 


When you order, specify-visible 
eyelets and lacing hooks 


TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION, Selling «Agents, 205 LINCOLN STREET, BOSTON 








When writing to advertisers please mention Boot anp SxHor Reconper 
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SEEING YOUR FOW! 


J 
It is possible for a merchant to live so close Y aa 
to his business that he fails to see his larger —. ys 
opportunities. a 
It would pay every merchant occasionally to 
get an aeroplane view of his trade resources 
—to go up and look down and see the count- 
less number of homes where he might win 
trade. 

If you can’t actually go up in an aeroplane 
to get the big vision, you can at least make a 
new mental appraisement of your trade oppor- 
tunities in the light of modern merchandis- 
ing. 

Make this new appraisement—get this bigger 
outlook today. —read the next page— 





iy by bib 
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Reh I Yolay . ; THE CIRO . 

di SX id , d popular oot Saver pattern ea- 
BRI 


/ 
Yj ‘| ie ‘ tured in magazines read by women 
¥ j in more than four and a half million 
an —> 
—+ yw —— / a \ 
* 


homes of America. Estimated actual 
readers 8 to 10 million monthly. 


Widths AAA to D. Sizes 4 to 10 


Model No. 379—Patent Leather three 
button Pump. 


» Model No. 380—Same as above in 
Black Vici Kid. 


When writing to advertisers please mention Boot anp SHoE RECORDER 


fi api Carried in stock—ready to ship: 
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Srom an AEROPLANE 

















Study the Picture 


Give careful thought to the revolutionary change that Adver- 
tising has brought to retail selling. 


Consider that FOUR out of every SIX of the better homes 
of your community are literally covered by the magazines 


which carry Foot Saver advertising. 


To the women in these homes the Foot Saver message 
every month makes its timely appeal—presenting to them the 
advantages of the Foot Saver Shoe which supports the arch 
and lends ease and grace to the carriage. 


This convincing Foot Saver advertising is not only a message 
from the makers of Foot Saver Shoes—it is a direct message 
from the Foot Saver dealer to the best women of his town. 


It is constantly every month selling the women of his town 
on Foot Savers—directing them to his store where they can 
get the shoes with the in-built features they desire. 


Take the “aeroplane view” of your business today—realize 
the Foot Saver opportunity. Write for details of the Foot 


Saver proposition. 


THE JULIAN & KOKENGE COMPANY 


Makers of the famous J &. K 
Arch Fitting Shoes for Women 


East Fourth Street 
CINCINNATI 


When writing to advertisers please mention Boot anp Suoe_ Recorper 
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qn Stock 
S504 Black Kid . . $6.25 


The “VERNON Sons Bink» «Shas 


S514 Golden Brown Kid $6. 
cA Stylish eMatrix Shoe S515 White Kid . cn 





STYLE ‘WALKS 
‘WITH (?OMFORT 





Sie iia des sani wile lo 


moulding the retail shoe business, for 
MATRIX SHOES fit the bottom of the foot 
—need no “breaking-in”—are beautifully 
styled and perfectly comfortable—is it any 
wonder they are winning the highest praises 
everywhere ! > ~ > oe 


MATRIX SHOES 


for WOMEN 
Made by E. P. REED & CO., Rochester 


New York Style Studw: 
MARBRIDGE BUILDING, BROADWAY, at 34th STREET 


Chicago Office: Philadelphia Office: 
1316 Republic Building 325 Forrest Building 














When writing to advertisers please mention Boot ann SHor Recorper 





























BD HEY call him by many a name. But they 
Xt / ~ ) all mean the same thing. He is the “Speed. 
Boy” of the town. He sets the pace with 


all that is new. 


He buys often, always looking for something dif. 
ferent and he buys easily if you please him. Ong 
he comes to your store, his crowd will follow, be. 
cause ‘‘Speed-Boy’’ follows where ‘‘Speed-Boy’ 


goes. 


Every smart merchant handling men’s shoes at 
popular prices is out after this fellow. But you’y 


got to play a ‘fast game’ to get him. 


We've hob-nobbed with thousands of these fel. 
lows: We have the correct slant on what th 
“Speed-Boys’’ will wear next month, or next | 


Diam 


196 CHURCH ST 
ALL FACTORIES 














One thing is sure. When he goes “‘nosing”’ around 
for a ‘‘live one’ in shoes, you'll hit him right with 


our models. UNBRANDED 
or BRANDED 


% 


“Speed Shoes’ has been the keynote of our Fall 
program. We're out with a line-up of ‘Fast 
Sellers.”’ If you want Dash and Life in men’s 
shoes that will go fast, write for a factory repre- 
sentative now—while you think of it. 


We show here some of next season’s speed shoes. We have 
them in stock—duplicates of the Fall factory samples. 


Over night these shoes can turn your shop into the hottest 
style centre in your town. 


Show them in your windows and make a real hit in your 
community. No need to buy a big supply. Put them in 
the front of your window. Talk them up. Then watch 
them go—and you'll come back for more. 


WO fice C- 


STENEW YORK CITY 
IESSBROCKTON, MASS. 
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In his language ~ 


SPEED SHOES! 





BIG BRUTE 
(131 Last) 
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$4;85 


470—Florida “Hi-Yellow” Tan Calf 475— Mayflower “Golden Tan” Calf 


468—Imported Black Calf “ 465—Imported Black Calf 
compingnetiente § = SP haOnd HAECS avant me 
196 CHURCH STREET, NEW YORK ¢ 
ALL FACTORIES: BROCKTON, MASS. 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 











Michigan Travelers Elect 
Officers 


At a luncheon meeting at the 
Hotel Tuller, Detroit, the Michigan 
Shoe Travelers’ Association was re- 
organized with the following officers: 

George Collis, Excelsior Shoe Co., 
Portsmouth, Ohio, president; K. F. 
Pitcher, E. T. Wright Co., Rockland, 
Mass., vice-president; John Phil- 
more Lorey, Selby Shoe Co., Ports- 
mouth, Ohio, secretary; George R. 
Holst, Morse & Rogers, New York, 
assistant secretary and treasurer. 

F. E. Hart, president Indiana 
Shoe Travelers’ Association, was 
present and assisted in the reorgan- 
ization. 

The N. S. T. A. group insurance 
feature is being arranged, as well 
as other features of value to the 
membership. It is expected that the 
membership will soon include the 
majority of the shoe travelers in the 
State. 


Congratulations to Chicago! 


The Chicago Shoe Travelers Asso- 
ciation of Chicago believes in talking 
up to its members between meet- 
ings through the columns of a four 


page, “live-wire” paper. The first 
issue came from the hands of the 
printer in April. It measures about 
8% 'x 6%—contains no advertising, 
but is “chuck-full” of news of “the 
next meeting,” about the new N. S. 
T. A. group insurance plan, news of 
members, and news of the allied shoe 
trades. Harry Strandhagen, Bill 
Reichel and Ned Ray are the editors 
and state that all contributions of 
interest to members are greatfully 
received. A name for this “peppy” 
bulletin is also asked. The editors 
may be addressed at 189 West Madi- 
son Street, Chicago. 


Farrington on Coast Trip 


John F. Farrington, who covers 
the country from Davenport, Iowa, 
to and including the Pacific Coast 
for French, Shriner & Urner Corp., 
is now on a trip through the Golden 
State. When in the East, Mr. Far- 
rington makes his headquarters in 
New York. 


Koblenz with A. H. Berry 


Wm. M. Koblenz, well known to 
the trade in the Central West, now 
sells the A. H. Berry Shoe Corp. 
line of welts in Cook County and 
vicinity. 


Slipher with Thomas G. 


Plant Company 


Charles E. Slipher, the efficient 
and popular secretary of the In- 
diana Shoe Travelers’ Association, 
for some seasons past with the 
Hannahsons Shoe Co., is now rep- 
resenting the Thomas G. Plant Co. 
He will cover his old territory, In- 
diana. 


Charles E. Slipher, secretary of 

the Indiana Shoe Travelers’ Asso- 

ciation, who covers Indiana for the 
Thomas G. Plant Company 


Waddy Visits Headquarters 


W. A. Waddy of Washington, 
D. C., represents the Merchants 
Shoe Co. of Boston in the Capital 
City of the Nation, as well as Balti- 
more and the Virginias. Recently 
Mr. Waddy made his initial visit to 
the headquarters of his house in 
“The Hub.” He told a Recorder 
representative that he has noted 
that it has always heretofore been 
the habit of the smaller dealers to 


buy from the wholesalers, but now 
the long line is being augmented by 
many of the largest retail shoe mer- 
chants, who have “elected the nov- 
elty shoe wholesalers as their mer- 
chandising counsels and source of 
footwear supply. 


Hughes with Utz & Dunn 


R. C. Hughes of Okmulgee, Okla., 
has joined the salesforce of the Utz 
& Dunn Co. of Rochester, N. Y., and 
will represent them in Northern 
Texas, Oklahoma, and Arkansas. 
Mr. Hughes has, for a number of 
years, been in the retail shoes busi- 
ness in the Southwest and is well 
acquainted with the requirements of 
soouthwestern merchants. He is 
now in his territory with a brand 
new and complete line of samples. 


“Joe” Byrne with Burrows 


Joe P. Byrne, for many years 
with John Kelly, Inc., is to repre- 
sent the Burrows Shoe Co. of Roch- 
ester, N. Y., in the Middle West. 
This is the same territory that he 
traveled for his old house, with 
whom he had been ever since he 
was a very young man. 

“Joe” is past president of the N. 
S. T. A. He has been a good friend 
of the travelers and the shoe trade. 
It will be remembered the splendid 
piece of legislation which he was 
largely instrumental in putting into 
the government’s “works,’’ namely, 
the deduction of hotel room rates 
and traveling expenses from the in- 
come tax returns of the travelers. 


Carpenter with Peck 
Shoe Co. 


A. C. Carpenter of Arlington, 
Mass., has covered the South for the 
Peck Shoe Co. of Worcester, Mass., 
since the first of the year. He is 
now making his regular trip through 
that territory, which he has covered 
for twenty or more years and in 
which he has a host of friends. Mr. 
Carpenter formerly for many years 
represented the C. H. Alden Co. in 
the Southland. 
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One thing about 
these Step-Ins 


No woman will ever come back complain- 
ing of gaping or slipping at the heel. 


A lot of women will come back eventually 
telling you that “this is the only good fit 
mat I’ve ever had in a slipper without straps.” 
Stocked In 
B-1913—Black Kid It’s shoes of this character that really build 
eee aaeenae a business. The woods are full of strapless 
B-1915—Black Satin ° . ‘ 
Midin Seni dh and front gore slippers, but here is one with 
1ZesS 0) 
‘ , fitting qualities that make it stand head and 
Widths AAAA to EEE 
, shoulders above the average. 
Price $5.50 
Sizes 8% & 9 85c. extra Incidentally, consider this slipper of ours 
Sizes 9% & 10 50c. extra from a shoemaking standpoint. Notice the 
Sizes 10% & 11 Tbe. extra manner in which it is put together, the 
beautifully smooth linings, the binding, the 
edges, the sole line, the shank line, the heel 
seats, joints and bottom finish. 


One and two pair orders 25c. 
per pair extra. 


Perhaps you have seen smoother shoes— 
but not at $5.50. 
Your order for front gores will be filled the 


Built over our wonderful fit- 
ting 309 combination last day received. 





165 N. Water St., Rochester, N. Y. 
Chicago Ofice: 189 W, Madison St. 
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Men Like Comfortable 
Shoes 


C. H. Young covers New York 
State for the Edmonds Shoe Co. He 
has sold “Foot Fitters” for the last 
five years in the Empire State, with 
the exception of 1925, when he gave 
up. the eastern half, but beginning 
with Jan. 1, 1926, he was given back 
the eastern section and was allowed 
to retain the western. Mr. Young 
states that it seems very good to him 
to be able to renew old acquaint- 
ances in the Eastern New York sec- 
tion. 

He says that, although men’s 
business in general was very slow 
in opening up for spring, the 
“Foot Fitter” salesmen were very 
fortunate, as their staples sell all 
the time. 

Mr. Young states that he looks 
forward to 1926 being one of the 
best years that “Foot Fitters” have 
ever had. He has found that men 
demand comfort in their footwear. 
He says that he has found that “the 
retail shoe merchant, in order to 
compete with the chain stores, is 
specializing more and more every 
day on shoes that feature comfort.” 


Gerrish & Dodge on Trips 


W. E. Gerrish, who covers New 
England, from Albany, N. Y., all 
along down the Hudson to New York 
City, for Dodge Bros., reports that 


business is getting better all the | 


time—with patent leathers leading, 
and light colors selling well. Harry 
D. Dodge of the concern is covering 
the big cities. Mr. Dodge knows 
well the making, the styling and the 
merchandising of women’s “up-to- 
the-minute footwear.” 
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Doug Osik a Diamond 
Shoe “‘Vet”’ 


Douglas Osik, with headquarters 
at 255 Old Arcade Building, Cleve- 
land, Ohio, covers Northern Ohio 
for the Diamond Shoe Co. “Doug” 
is about the oldest member on the 
sales force of the Diamond Shoe Co. 
and has covered his territory for 
about twelve years. 

“Doug” has a great hobby of 
watching for new styles from the 
house. He immediately rushes to 
his trade with the new numbers 
under his arms, assuring his cus- 
tomers that they are getting ’em 
while they are hot. 

“His customers need never worry 
about getting the right kind of ser- 
vice,” said the sales manager re- 
cently, “because, though ‘Doug’ is 


Dougias Osik, who cov- 

ers Northern Ohio for 

the Diamond Shoe Co. 

His headquarters are 

255 Old Arcade Build- 
ing, Cleveland 








Congratulations to Na- 
tional Shoe Traveler! 


The semi-annual edition of 
“The National Shoe Traveler” 
is off the press. It measures 
10% x 7%. Its folio is 76 
pages, about 41 of which are 
paid advertising. There are 
photographs of the National 
officers and a splendid picture 
and tribute to the late John E. 
O’Brien, the first president of 
the National. There is also a 
list of the N. S. T. A. officers; 
of the locals and their officers 
and addresses. A detailed ac- 
count of the fifteenth annual 
convention of the N. S. T. A. 
Chicago convention is given. 
It is certainly a good looking 
book and reflects credit on its 
publishers and on its editor, 
T. A. Delany, National Secre- 
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an old-timer on the staff, he is get- 
ting ‘peppier’ every day and keeps 
his customers well informed and 
satisfied with the new styles as they 
come out.” 


Scruggs with Interstate 


Charles W. Scruggs covers Wis- 
consin, Minnesota, Illinois, Iowa, 
Nebraska and Michigan for the In- 
terstate Shoe Co. “Charlie” has 
been at the factory all of this week 
and is just like a child with a new 
toy, so pleased is he “with the won- 
derful line of samples that has been 
placed in my hands with which to 
start,” said he in a recent interview. 
He has a long list of friends in the 
Middle West and Northwest who 
already have the “Call Here” sign 
hung out for “Charlie” and Inter- 
state. 


Apple, Jr., with Creighton 


A. G. Apple, Jr., who formerly 
represented the Stonefield-Evans 
Shoe Co., has recently made ar- 
rangements to represent the A. M. 
Creighton line in Iowa and Indiana. 


Charlie Rogers with 
Vinsonhaler 


Charlie Rogers, well known shoe 
traveler, who has a host of friends 
among the retail shoe merchants 
throughout the Middle West, now 
represents the Vinsonhaler Shoe 
Mfg. Co. of St. Louis in Iowa, Min- 
nesota, Nebraska, North and South 
Dakota. Mr. Rogers spent several 
days at the factory prior to starting 
on his trip and is very enthusiastic 
over his new line. 


Charlie , who covers 
Towa, Minnesota, Nebraska, 
North and South Dakota 
for the Vinsonhaler Shoe 
Mfg. Co., St. Louis 
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SPORTSTER 
Rugged knurled 
sole and- strong 

canvas uppers 
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ELL Keds for camping! moccasin 


Here are four Keds 
styles exactly suited to the 
needs of boy and girl camp- 
ers—just the shoes they 
want and will come to your 
store to buy. 


Through leading juvenile 
publications Keds advertis- 
ing reaches millions of boys 
and girls. Those in your 
neighborhood know Keds 
and want Keds. Bring them 
to your store—build up your 
summer profits—by carry- 
ing a line of strong, service- 
able Keds for camping. 


United States Rubber Company 


REG. U.S. PAT. OFF. 


Ideal for 
younger 
children 


ROYAL TREAD 
A sturdy, 


all-purpose shoe 
with molded sole 
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Rubber Shoe Factories Speeding 


Production 


Baseball “Stunts” Sell Canvas Footwear 


66 ULL steam ahead” is the ters will be published in the Denver 
order of the day in the rub- 


ber shoe factories the coun- 
try over. Rubber shoe salesmen 
have been working intensively dur- 
ing the past few months and retail 
shoe merchants have been giving 
their stocks of canvas rubber soled 
and heavy rubber shoes a careful 
“combing” to see what they want 
for their immediate needs and for 
the fall and winter months. Wide- 
awake merchants have made up 
their minds that there is real busi- 
ness to be transacted on rubber 
soled canvas footwear this season 
and that the number of pairs which 
they will sell depends in large 
measure on the effectiveness of 
their window displays and outside 
cases, and on_ special selling 
“stunts.” 


HIS is what one dealer in Den- 

ver did to boost his sales. 
Shortly before the first game of his 
city’s team of the Western League, 
this merchant announced that the 
Denver “Bears” were going to carry 
off the pennant. He also announced 
that he would give $25 in prizes 
for the three best letters sent to 
him telling him why fans of Den- 
ver thought that their local nine 
would win. He inserted an ad in 
one of the Denver newspapers, 
which was worded about as fol- 
lows: 


66 ANS, Win $25 in prizes. I 

know that the Bears. will 
win the pennant this year. I want 
YOU to go to Merchants Park, 
Watch the Boys in Action and write 
us YOUR opinion why they will 
‘cop’ the championship. Title of 
your story—‘Why the Bears Will 
Win the Pennant.’ Contest Opens 
At Once—Closes May 3. (About 
two weeks intervened.) Letters 
Must Contain Less Than 200 Words. 
Judges will be The Spofts Editor 
and Staff of the Post. All letters 
must be brought in or mailed to us. 
First prize—$15 in merchandise; 
second, $7.50 in merchandise; third, 
$2.50 in merchandise. Winning let- 





Post on Monday, May 5.” 


U. S. Rubber Insures 
Workers 


HE directors of the United 
States Rubber Companay have 
approved a plan of group insurance 
for its over 10,000 employes.. Every 





High red bootee, with gray sole. 
Presented through courtesy of the 
United States Rubber Co. 


United States Rubber Company 
worker, from the office boy to Presi- 
dent Segar, is eligible under this 
group plan for life and permanent 
disability insurance. Already, more 
than 85 per cent of the employes 
have applied for this insurance, 
with a number in outlying points 
yet to be heard from. By under- 
writing a substantial portion of 
the premium, the company makes it 
possible for employes up to 65 
years of age to secure policies of 
$1,000, at a cost of 15 cents a week 
and without any physical examina- 
tion. Employes of 65 years of age 
and over are eligible for $500 worth 
of insurance, under the same ar- 
rangement. 


Converse Rubber Busy 


ALES of Converse Rubber Shoe 
footwear during the year end- 
ing March 31 are reported as show- 
ing a gain of nearly $1,000,000 over 
volume of the previous twelve- 


month. Total sales amounted to 
$4,835,928, against $3,928,305 for 
the year ended March 31, 1925. 
Sales for the 1923-24 fiscal year 
were $4,995,296, and $4,480,646 in 
the year before that. 

Forward business is excellent. 
Converse Rubber has on the books 
for fall delivery orders calling for 
49,654 cases of footwear. A year 
ago advance bookings on this date 
amounted to 37,623 cases. 

Currently the plants are operat- 
ing at capacity. 


U. S. Rubber Men Entertain 
Salesmen 


The salesmen of Greene, Anthony 
& Co., Providence, recently visited 
both of the Malden factories of the 
United States Rubber Co. in that 
city. E. L. Phipps, in charge of the 
U. S. Rubber Co.’s Eastern Selling 
Agency’s Footwear Division, and W. 
H. Palmer, Assistant Eastern selling 
agent, were in charge of the “tour” 
and entertainment, which included 
luncheon at Malden and “side trips” 
to Lexington and Concord, to the 
City Club for dinner, and in the 
evening “The Big Parade.” 

The headquarters of the Eastern 
Selling Agency of the United States 
Rubber Co. are still located at 210 
Lincoln Street, although the street 


was incorrectly given as Essex 
Street, in our Aopvril 24, Rubber 
Letter. The Eastern Selling Agen- 


cies takes care of the jobbing trade 
of New England, New York, Penn- 
sylvania, Ohio, Indiana and Michi- 
gan. 


A Nail-less Rubber Heel 


EAST WEYMOUTH, Mass.—From 
the new sample line of Edwin Clapp 
& Son., Inc., comes a shoe with a 
“Nail-less” rubber heel. It is 


claimed by the makers that there 
are no nail holes anywhere about 
the heel to receive dirt or pebbles, 
and that its smooth top, attractive- 
ly embossed with the Edwin Clapp 
trade-mark, adds to the good looks 
of the shoe. 
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If YOU DID, you are indireétly responsible for this 
mishap. You can avoid this, and similar occurrences, by 
insisting on the use of ALPHA Woop HEEL Screws 
by your manufacturer. These screws are solving this 
annoying problem for the shoe dealer. 





Tests show that wood heels attached with ALPHA 
Woop HEEL Screws are many times as strong as when 
nails are used. They hold the heel absolutely rigid, and 


Farsighted retailers forestallvain age i hee : " ‘ 
capita he deckiling on the wie of eliminate possibilities of loosening, shaking or gaping. 
Atpxa Woop Hest Screws dy the Protect your customer and your business — specify 


manufacturer. Animportant little 2 
dial Matai oefaserd year Atpua Woop Hee Screws when you place your 


customer and help create goodwill. next order, 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Summer Weights for Men; Whites 


for Women Feature Trade 


Retail Business Much More Active 


BOSTON 


Summer Weight Shoes Selling 


Shoe store windews and shoe 
store newspaper advertisements 
started early last week to talk 
about summer weight shoes in 
earnest. One of the very first 
stores to advertise summer weight 
shoes for men was that of Thayer, 
McNeil Co. An artistic window 
card in their West Street men’s 
window, suggested that “Men Buy 
Summer Weights Here and Now.” 

One of the first shoe depart- 
ment stores to talk about summer 
weight shoes was the Shepard 
Store. Many other stores have fol- 
lowed suit. 


A White Shoe Window 


Among the interesting white 
shoe windows was that of Hovey’s. 
Shoe Buyer Charles C. Ferrers had 
this featured for Friday and Satur- 
day of last week. The hosiery was 
of white and the hats and parasols 
were of black and white; the hand 
bags were of black. One of the 
very large windows was devoted to 
this display and Mr. Ferrers re- 
ports that it sold many extra pairs. 


Good Business Increase 


“The new Florsheim Shoe Store, 
exclusive men’s shop, at 50 School 
Street, is showing a most satisfac- 
tory business,” said C. D. Feeney, 
manager, in a recent interview. 
This store made its initial bow to 
the public on April 24. It has an 
attractive front, well trimmed win- 
dows and carries a wide range of 
the latest lasts and patterns for the 
well dressed man. 


Men Like Medium Tan Shades 


At the Nunn Bush Shoe Store, 
L M. Griswold reports that blond 
shades for men have not moved 
nearly so well as the medium shades 
and darker shades of tan. The 
lighter shades are moving better 
now than some months ago, how- 
ever, especially in the plain toe. In 


this store, in conjunction with 
other Nunn & Bush stores in the 
other big cities of the country, a 
weekly hosiery contest is held to 
stimulate selling. Mr. Griswold re- 
ports that during the past winter, 
high shoes moved better than for 
the past several winters. 


MINNEAPOLIS 





Business Exceptionally Good 


Minneapolis shoe retailers have 
had six weeks of exceptionally 
good business in spite of the fact 
that retail merchandising generally 
speaking has not been anything to 
brag about here this spring. The 
better shoe business has been par- 
ticularly noticeable in the higher 
class of footwear—but there is no 
complaint in shops where lower 
prices prevail. Charles Kilbourne, 
for instance, attributes the pick-up 
to the fact that the ladies see the 
novelties getting too much in the 
nature of a swarm and as a conse- 
quence they are paying more and 
buying a less frilly but more ele- 
gant shoe, one with more tailored 
effects. 


New Dayton Department Success- 
ful 


The Dayton company has now 
operated its “third shoe shop” for 
practically three months—long 
enough to give a pretty good line 
on its practicability, both as an in- 
dependent proposition and as to its 
effect on the regular and down- 
stairs shops. Manager N. S. Nich- 
olson, who runs both the new de- 
partment and the regular first floor 
department, says the plan worked 
out better than hud been antici- 
pated. This third shop was estab- 
lished on a balcony just overlook- 
ing the regular department and 
stocked with one-price footwear at 
$6.50. The purpose was to provide 
a shop for the “in-between” buyer 
—the buyer who wanted something 
better than the $5 top of the down- 


stairs and something lower than the 
$8 and $10 bottom of the first floor 
shop. The possible complication 
lay in the fact that milady might 
think the $6.50 boot was just ail 


-right and thus the main floor would 


miss a $10 or better sale. “The 
balcony has attracted a different 
class of trade,” said Mr. Nicholson, 
“and it has gone over on its own 
merits. The regular shoe depart- 
ment is ahead of the same period 
last year, and the downstairs shoe 
department has not been affected.” 
This city is seeing a number of 
small shoe stocks set up in women’s 
wear shops. A handful of the shoes 
may be seen on display in their 
windows along with coats, suits, 
hats and hosiery. For the most 
part they are marked at lower 
prices and are novelty numbers. 


ROCHESTER 


Weather Retards Business 


Local merchants report only a 
fair business during the past week. 
Unusually cold weather during the 
month of May hag held back the 
sale of colored kids and novelty 
footwear, and buying has largely 
been confined to staple patterns. 
Patents are still selling freely and 
there is a big demand for tan shoes 
for street wear. A particularly 
fast selling pattern featured by 
Gould, Lee & Webster is the 
“Strapette”—a step-in of tan Rus- 
sia calf with side buckle and strap 
and heel of lizard grain. 

Colored kids, especially those 
trimmed with reptile leathers, are 
attracting considerable attention 
and focal merchants look for a big 
demand for this type of shoe in the 
near future. 

The men’s business is still rather 
slow, but the last week has brought 
a decided demand for light shades 
in men’s footwear. 

The demand for children’s foot- 
wear has picked up materially. 
Patents are extremely popular for 
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“Thora” 
White Kid 


“Gila” . 
Special Process 
BS32 Ivory 

Lizard 


“Eubar” 


BS79 White Calf 
8560 Patent 


Special Process 
BS36 Ivory Mottled 
BAeae ccccccves $5.25 
BS39 White Calf 
BS538 Patent 


“Suzanne” ; 
Goodyear Welt 
BS62 Blond Suede Snake 
—Sauterne 
rim 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 











BS514 Parchment Kid with 
three layer blend- 


The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


ed trim 25 
Gray Trim ‘ Rochester, N. Va U. S. A. 
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“Speed” 
BS68 White Kid 
BS70 Patent .... 


“Gull” 


BS580 White Calf 
BS82 Parchment Calf. . 
BS84 Patent Colt 


“Althea” 
Goodyear Welt—Covered Heel 
White Calf 8 


“Clare” 


BS43 Parchment Kid.. .$5. 
4.75 


8572 Patent 
8573 Black Satin 


H. S. KUSHINS 


New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN 


Chicago Office: Majestic Hotel 
” F. J. SATO 


Makers of Menthan Arch-Atd Shoe 
Write for Agency Proposition 





Los Angeles Office: 107 East Sth St. 
E. M. HOLLANDER 
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the young miss, and colored kids 
“like mother’s” are beginning to 
sell freely. 


Reports Big Demand for Welts in 
Southwest 


Wilson Shafer, who travels for 
the Moore-Shafer Shoe Manufac- 
turing Company of Brockport, New 
York, writes Sales Manager Stan- 
ley Geerer that everywhere he goes 
he finds an increasing demand for 
welt footwear. Mr. Shafer is mak- 
ing his initial trip through the 
Southwest and when he first 
started in the territory he felt that 
welts were out of the running, but 
recent developments have _ con- 
vinced him that the merchants are 
looking for light welts. 


Tulsa Business Men Visit 
Rochester 


Rochester merchants entertained 
a group of 125 visitors from the 
Tulsa, Oklahoma, Chamber of Com- 
merce last week with a dinner at 
the Chamber of Commerce and. a 
visit to the principal factories and 
points of interest in the city. 

The Tulsans visited Rochester 
and several! other cities in the East, 
traveling in a special train with an 
exhibit of the commercial, agricul- 
tural and mining resources of 
Oklahoma. 


SAN FRANCISCO | 


Keen Demand for Sports Shoes 


With every road leading out of 
doors these days, a keen demand for 
all types of sports footwear is 
leveling up any little low spets that 
might otherwise appear in shoe 
selling in San Francisco. Sports 
shoes, both frivolous and practical 
in women’s lines, are bringing 
double sales in many stores. Looks 
are selling them. Dealers are find- 
ing that many a woman who would 
ordinarily have little interest in 
shoes of this character are buying 
them along with dress shoes be- 
cause they’re so unusually smart 
and attractive this year. 


Men’s Trade Better 


The advent of the straw hat sea- 
son has pepped up men’s business 
in many stores. To wear with their 
straw kellys, most men are buying 
shoes in tans, but the demand for 
the nude and parchment shades has 
been good, too. The Walkover has 
been featuring with particular suc- 
cess their Bimbo model, a square- 
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toed blond calf oxford at $7. By 
getting away from the term feather 
weight (which suggests a lack of 
durability many dealers think) and 
using instead the term “summer 
weight,” San Francisco dealers are 
selling more light-soled shoes than 
ever before. 


Blond Shades Lead 


The last two weeks seem to have 
established the supremacy of sau- 
terne and parchment in all types of 
stores. Grays are not being re- 
ordered by the majority of dealers. 
At present the decorated patents 
and in very high grade lines the 





Travel Oxfords 


Travel oxfords, a new class 
of footwear, are for folks who 
travel in the summer. They 
are made of tan calf with an 
enduring finish, for it is not 
always easy for the traveler 
to have his shoes shined. A 
fastidious person prefers a 
tan shade that matches the 
tan shade of leather luggage. 

Lasts are roomy of toe and 
low of heel, for the traveler 
often has to walk much, espe- 
cially if inclined to sight-see- 
ing; but at the same time 
these travel oxfords are smart 
of-line, for the traveler often 
tarries at the first class hotel, 
where a person is known by 
his or her shoes. 








plain patents are selling as well 
as gray. Most merchants are look- 
ing for the vogue of sauterne and 
parchment to last well into August 
and expect the reptilian leathers 
to be good through the fall. 

Earlier predictions that the light 
colored kids would cut down the 
demand for white has not been 
borne out by the call. The rank 
and file of stores say that sales are 
far ahead of the same period a year 
ago. Two new colors in pastel kids 
have been introduced in the last 
fortnight. Baker’s is featuring the 
new “June rose,” a peach pink and 
“water lily,” a creamy white shade 
is being shown by Weil’s. 


a 





CINCINNATI 


Weather Aids Trade 


Better weather here has aided 
the shoe business materially. Many 
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merchants report business as being 
ahead of last year. 

“We are going ahead a bit,” said 
E. H. Beese, assistant manager of 
the shoe department at the Mabley 
& Carew Company. “Colored kids 
and patents are selling about 
equally well. So far there have 
been only a few calls for white 
shoes. Gray kids are not selling 
so well at this time, but we expect 
them to come back in demand.” 

E. Kernan, manager and buyer 
for the shoe department at this 
store spent the first week in May 
in New York on a buying trip. 


Light Shades for Men 


Tom Daniels, assistant manager 
of the Bostonian Shoe Co., says, 
“Business is beginning to show a 
little increase. At the present time 
the tan shoes have the upper hand 
in men’s lines. Light tan and 
blond shoes make up about 85 per 
cent of our sales. Leather heels 
are very much in demand, particu- 
larly by the younger set and col- 
lege fellows. Broad toes continue 
to be good sellers. Sport shoes 
have begun to move, many golf 
moccasins being sold.” 


Lower Heels Moving 


“Business has picked up due to 
the better weather, which has al- 
lowed the people to come out and 
shop. However, a bigger business 
is expected,” states Harry Speigel, 
manager and buyer of the shoe de- 


partment of Irwins. Mr. Speigel 
continued, “Lower heels are being 
called for slightly. However, the 
high heels are still the feature. 
Quite a few combination shoes are 
selling. Blond kids have slacked 
up a bit due to the previous bad 
weather, but they are expected to 
come back better than before. 
Black satins are far from dead. The 
patents are selling every bit as 
good as the colored kids.” 

H. Vollrath, manager of the 
Pogue Company shoe department, 
reports: “The anniversary sale be- 
ing held throughout the store in 
general has helped the shoe busi- 
ness to some extent. Patents as 
well as the blond kid types are sell- 
ing quite well. White sales have 
as yet not started to sell. However, 
we expect them to start in the mid- 
dle of May. Tan and buek sport 
shoes are having an extraordinary 
run for this time of the season.” 

T. S. Baer, manager of the 
Greater Shoe Company, says: 
“Blond kids are and have been lead- 
ing ever since the spring business 
has opened up. Patents are pick- 
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One of the Numerous 


“AMERICAN HIDE” POPULAR GRAINS 
Embossed on Calf 


Leather Buyers’ Attention Is Invited to Our Production 
Combining Quality and Quantity 





AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER COMPANY, LTD. 
Northampton and Leicester, England; Paris, France 


, Calf, Kid and Side Upper Leather Tanneries 
Lowell Peabody Woburn Chicago Sheboyan Ballston Spa Curwensville 
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ing up. As yet they have not come 
up to the sale of the colored kids, 
but we expect them to shortly. 
Business here has been very good 
and shows an increase over that of 
the same time last year.” 


| MILWAUKEE | 


Trade Brisk 


Business for the month of May 
in Milwaukee shoe stores is con- 
tinuing at a very brisk rate, and 
merchants expect to show very sat- 
isfactory figures for the month. 
Weather conditions have been very 
favorable since the beginning of 
the month, with the result that 
spring footwear is moving rapidly. 
Colored kids continue to show the 
greatest activity. Although prac- 
tically every dealer states that 
ligh tan shades such as sauterne, 
parchment and blond are moving 
best, there is a tendency toward 
grays in some quarters. Patents 
are still good and they have been 
showing more movement during the 
past two weeks than they did dur- 
ing the preceding month. A re- 
vival of interest in satins has been 
brought about by plans for late 
May and June weddings. 


Younger Diamonds Take Charge 


Elias and Jerome Diamond are 
taking charge of the Diamond Shoe 
Co., which operates a Milwaukee 
store and several in other parts of 
the State, following the death of 
their father, Max Diamond, presi- 
dent of the firm. They are both 
managing the Milwaukee store on 
Grand Avenue, and the managers 
at the other stores will continue 
without change, according to Elias 
Diamond, seeretary and treasurer. 

The Diamond Shoe Co. has been 
tying: up with the national adver- 
tising campaign featuring Mary 
Adams arch support shoes, and the 
response to the campaign has been 
very good. ° 


Feature Summerweight Shoes 


Business in men’s shoes for the 
summer months should be greatly 
stimulated as a result of the cam- 
paign which is being carried out by 
the Milwaukee Shoe Retailers’ As- 
sociation in cooperation with the 
haberdashers of the city. On May 
21, which has been selected as 
Straw Hat Day, shoe dealers 
throughout the city are planning 
to feature summerweight shoes, 
and the extensive campaign is ex- 
pected to bring in very good results, 
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according to A. B. Caspari, who has 
been prominent in assisting with 
the plans. 

On May 13 the association pre- 
sented a number of prominent city 
officials with shoes, at the same 
time that haberdashers presented 
them with straw hats for wear this 
season. Motion pictures of the 
presentation ceremonies were taken 
that morning in order that they 
might be shown in local motion pic- 
ture houses on May 21, the official 
Straw Hat and Summerweight Shoe 
day. Posters have been prepared 
by the publicity committee of the 
shoe dealers’ association, to be 
placed in the window displays for 
the day, and a notice to all mem- 
bers of the association strongly 





Nine Years’ Wear 


J. J. Grover’s Sons Co. have 
a pair of their turn comfort 
shoes which one woman wore 
for nine years. There is still 
some wear in them yet; but 
they will be saved for the 
Grover Shoe Museum, and be 
inspected 40 years hence, or 
when the Grovers celebrate 
their centennial. 

This is a long time for 
shoes to wear but it is not a 
record, for folks in Colonial 
times sometimes bequeathed 
shoes to their children, as old 
documents of the probate 
courts show. 





urged their whole-hearted support 
of the plan which should work out 
greatly to their advantage. 

Those figuring in the official 
opening of the summer season in- 
cluded Mayor Daniel Hoan, Post- 
master Peter F. Piasecki, Sheriff 
Charles Reichenbach and others. 
The presentation of the straw hats 
and shoes took place in front of 
the City Hall, which added interest 
to the event. 


Appoint New Director 


W. J. Muckle, shoe dealer at 4401 
North Avenue, was elected a mem- 
ber of the board of directors at 
the May meeting of the Milwaukee 
Shoe Retailers’ Association to fill 
the vacancy caused by the death of 
Max Diamond. 

The greater part of the May 
meeting was given over to a dis- 
cussion of plans for the Summer- 
weight Shoe Day, and the work 
which has already been done on this 
project was explained by A. B. Cas- 
pari, a member of the committee in 


charge. Members were urged to 
cooperate by means of special win- 
dow displays and other means as 
their returns would depend to some 
extent on the amount of effort they 
put behind the campaign. 

Whether or not to have a picnic 
some time in June for members’ of 
the association and their families 
was also discussed, but the deci- 
sion was left open. 

Announcement was made that 
the board of directors would hold a 
dinner meeting, May 20, to discuss 
the most effective way in which to 
create interest in the State conven- 
tion at Merrill, Wis., next August. 


A. B. Caspari Honored 


A. B.,Caspari of Caspari & Vir- 
mond, nationally prominent shoe 
merchant of Milwaukee, has been 
elected chairman of the retail di- 
vision of the Milwaukee Association 
of Commerce at the annual meet- 
ing of that organization. Mr. Cas- 
pari has taken a very active part in 
the work of the retail division, and 
has also been prominent in the 
work of the Milwaukee Shoe Retail- 
ers’ Association, having served sev- 
eral times as president and on the 
board of directors. 


Shoe Store Burns 


A few hours after A. M. Ross, 
shoe dealer of New London, Wis., 
renewed the fire insurance policy on 
his shoe store, the building was 
burned to the ground by a fire 
which started in a bakery shop 
nearby. The store safe was the 
only thing saved from the Ross 
store. 


Store Building Sold 


The building now occupied by 
the Home Trade Shoe Store at Ash- 
land, Wis., has been sold by its 
owners, Emil and Selma Swanson, 
to Frank G. Falk, druggist of that 
city. The new owner is now plan- 
— to occupy the store until next 

all. 


| CLEVELAND | 


Business Rises with Temperature 


Weather here took a sudden turn 
during the third week in April and 
the temperature went up about 25 
degrees. The rise in business in 
shoe stores went up about as fast 
and suddenly as did the mercury 
in the thermometers. 

Business generally here has been 
retarded by the inclement weather, 
but there is a latent buying power 
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Sells More Satin Shoes 


For 78 years “Skinner” has 
been a word to conjure with in 
satins. All women know it 
stands for matchless wearing 
quality. 


Extensive national advertising 
in women’s leading magazines 
has impressed on your customers 
the extra service in shoes made 
of Skinner’s Shoe Satin. 


It will pay you to specify 
Skinner’s Shoe Satin for your 
satin shoes—either “Brooklyn” 


or “5004” quality. Then you not 
only get footwear of that high 
standard which insures satisfac- 
tion, but your manufacturers can 
put the Skinner gold label in the 
heels of your shoes. Insist on 
this label. It makes sales easier. 


Skinner’s Shoe Satin is made 
in Alligator, Lizard and Snake- 
skin patterns, as well as all the 
fashionable colors. It is 36 
inches wide, with a 4-ply cotton 
back. 


WILLIAM SKINNER & SONS, New York, Chicago, Boston, Philadelphia 


Mills, Holyoke, Mass. 


Established 1848 


The world’s largest manufacturers of shoe satin. 


Skinner's 


Shoe Satin 


This label in shoes 
made of Skinner’s 
“Brooklyn” and 
““5004"" only. 
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that is certain to be exhibited 
strongly later when weather: is 
better. Merchants have been buy- 
ing carefully, and their stocks are 
not large as a rule. 

Since April 20, when the weather 
became warmer, men have been 
buying rather heavily of shoes 
suitable for wear on the golf links. 
Low shoes suitable for spring wear 
have been purchased in larger 
numbers, and tans are selling well. 
Black seems to be a more popular 
color with men than in former 
years. 


Big Selling Events 


Two of the outstanding events of 
the present year in the retail in- 
dustry of Cleveland were the an- 
nual May Day held Saturday, April 
17, and the sale being held by the 
Taylor Co. to celebrate the 56th an- 
niversary of the founding of the 
concern. 

Weeks before the May Day sale 
the company trained clerks to work 
extra. More than a thousand of 
them were employed, in addition to 
the regular salesforce. Advertise- 
ments on the day preceding the 
sale occupied an entire section of 
the Cleveland Press and Cleveland 
News. Extra large displays were 
made in the two morning papers. 
Never in the annals of this won- 
derful institution did it do such a 
tremendous business as on this oc- 
casion. The shoe departments were 
rushed with business all day. Here 
extra clerks were on the job. 

The throng of shoppers was the 
largest that ever visited this store. 

Up Euclid Avenue, three blocks, 
the Taylor Co. has for several days 
been conducting a special sale that 
has proven especially attractive to 
shoppers. Here, again, the shoe de- 
partments have been especially 
busy. 


Business Active 


Business continues to go ahead 
and there is much enthusiasm in 
the downtown shoe belt over its 
activity. For the week ending 
May 15 excellent reports were re- 
ceived from the trade. Gains for 
the most part were shown through- 
out the week. One very large store 
reported a gain every day and in 
the vernacular of the proprietor, 
Saturday “knocked the tar out of 
the figures for the same day a year 
ago.” These reports are general 
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Few fronts so well express the welcome ceil. as the type pr enseed 


above, with its wide foyer, its utter lack of garishness and its trim, 


well kept appearance. 


The front shown is that of the Florence Shoe 


Store of Florence, S. C. 


stitutions comes the following 
statement: “We made a gain each 
day last week that was unusually 
substantial.” Another store re- 
ports for the month of May so far, 
an 8 per cent increase. These 
stories can be heard in practically 
any store. It is a certainty that the 
decrease in business for April will 
not be regained in May. All stores 
are ahead of last May. 


Whites Introduced 


During the past week whites .- 


have been introduced in a big way. 
Good announcements in the papers 
have heralded the arrival of this 
footwear. Many stores had a fair 
business considering the weather 
which has remained cool, but fair. 
The trimmed effects seem to be 
moving in about the same propor- 
tion in which they were bought. 
Reptile effects are popular and 
shown more profusely than the 
pastel kid trimmed effects. In high 
grade white footwear the pastel 
shades are being received with 
popular acclaim, according to the 
statement of one of the officials of 
a large store. 

There is no slackening in the de- 
mand for colored kid footwear. 
Patent trimmed shoes sstill sell 
freely and the call is brisk, which 
leads many to believe they will 
hold well through the season. Some 
mention has been made in a few 
stores of calls being heard for 
black kid footwear. This has ref- 
erence to novelty shoes and does 
not refer to comfort types. 


Swope Shoe Novelty 


The Swope Shoe Company have 
installed on the first floor of their 
store an attractive display case 
which is changed daily, displaying 
newest patterns. From one _ to 
three shoes are displayed at a 


time. A bridal footwear outfit was 
the motif of one of the most attrac- 
tive exhibits this week. A pair of 
white satin slippers with an em- 
broidered vamp were shown in a 
white padded satin box trimmed 
with gold braid. Also in the case 
were garters to match and a pair 
of shoe trees. Arthur Ebbs, vice- 
president of the company, stated 
that they had sold several of the 
outfits. They were priced at $40. 


May Started Well ' 


A week of warm summery weath- 
er certainly worked wonders in Chi- 
cago’s shoedom and started the 
month of May off with a splendid 
business. The long delayed spring 
demand for footwear came through 
with a rush and most of the stores 
report a very splendid business. 
Crowds were to be seen in the stores 
during the day and in the outlying 
districts where there are evenings 
given over to selling business was 
exceptionally good. The Wilson 
Avenue district showed a _ very 
pleasing reaction to the warm days 
and pleasant evenings and the 
shoppers were out in numbers to 
make long delayed purchases. 








| CHICAGO 








Grays Favored 


Gray has been especially favored 
and the blond shades have sold 
steadily both in self colors and in 
combinations. Patent leathers — 
plain and trimmed are also selling 
and are still carrying the bulk of 
the business. Reptile trims—rep- 
tile quarters and vamps over gray, 
blond and patent leather are gain- 
ing in favor. O’Connor & Goldberg 
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“Trilby” 


Introducing Two More of Sherwood’s Smart Spring Shoes 


Yes, popular numbers in “shoes for the 
occasion.” One a sport model that is hit- 
ting 100%—the other a dress model in col- 
ored calf or kid with plain or reptilian 
trim, 12/8 to 18/8 heels. 


“Buy Sherwoods and Stick to Them” 
“TRILBY” “CAMEO” 


SHERWOOD SHOE CO. 


ROCHESTER, N. Y. 
NEW YORK CITY CHICAGO PHILADELPHIA 
id 907 Marbridge Bidg. Mr. Le Pine, 1618 Bepublic Bldg. Mr. Schoell, 119 So. 4th St. 
@AKLAND. CAL. LOS ANGELES, CAL. 
Mr. Kushins, care Roos Bros. R. L. Wall, Lankershim Hotel 
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VANITY. PLUG OXFORDS 
Brooklyn Specialists and 


in SHOE ORNAMENTS SANDALS 
Tan with Halesole 
Bottoms 
Halesole Looks Like Leather; Wears Twice as 
Long and Will Not Mar Floors 
PLUG OXFORDS 


5 to 
8, 
11% 


5 to J 11y 

BY, 160 2% to 8 

In view of the low price quoted for the qualities offered, 
only case lot (36 pair) orders will be accepted. 


IN STOCK 


- ‘ Rhinestone Trimmed 
! 

In Step with Fashion! Pump Strape 
A new ornament made especially for the rep- 
tilian shoe effects now so much in vogue. 
combination of parchment alligator and tan 
calf with old gold buckle. Also good in other 
leather combinations. 


Obtainable Through Your Manufacturer Only. IN PATENT, SATIN AND COLORED LEATHERS—$9.00 
PER DOZEN PAIRS. . ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. 

















Laing, Harrar & Chamberlin 











OVELTY 43 N. THIRD STREET 
1261 Atlantic Ave. Brooklyn, N. Y. PHILADELPHIA, PENNA. 











When writing to advertisers please mention Boot anp SHor Recorper 





— 


an 1 wt @ tbe oe &O oh AM oh OCOUmlCU CUCU tS te A CUCU PCltee 














May 22, 1926 


in their Costume Bootery on Madi- 
son Street are featuring the new 
Panama footwear in hand painted 
and tinted designs with all of the 
colors of the rainbow and original- 
ity of design for individual taste. 
These are being shown in every 
heel height from 14/8 to 20/8 but 
universally in pump and strap ef- 
fect. The result is original and 
effective. Wollock and Bauer are 
showing two pretty strap models— 
one a patent with snake strap and 
trim and snake heel covering in a 
20/8 heel and an all over lizard in 
black and white and brown and 
ivory finish. Stevens is showing 
a strap slipper with cut-out shank 
with a patent quarter and bow tie 
with red, blue and gray quarter 
and heel. 


Men’s Trade Better 


The men’s business also has 
taken an upward “slant” that has 
been pleasing to the men’s buyers 
and Saturday found such stores as 
Hassells, The Hub, O’Connor and 
Goldberg, Metz’s and specialty shops 
well filled with buyers. 

Wholesalers have reported a good 
business from stock departments 
especially in women’s novelty foot- 
wear. Collections have been some- 
what slow as a result of the poor 
April business and heavy stocks, 
but an improvement is looked for 
this month. 


NEW YORK 





Business Active 


With a run of fairly warm 
weather the retail shoe business 
here has reached a high point. Most 
merchants report business as ac- 
tive, with the volume exceeding 
that of the same period last year. 
The Fifth Avenue shops have be- 
gun doing a good business in 
whites, in fact, from the experience 
so far there is no doubt that the 
current season will develop a larger 
business in white footwear than 
last summer. There is little or no 
talk now of the possibility that the 
light colored kids will cut into the 
white business to any extent. 

In medium grade shoes the rep- 
tilian effects are the leaders with 
most stores, with colored kid run- 
ning second and patent leather, 
third. More of the fancy oxford 
and center strap type shoes are 
being sold and footwear of this 
style is being discussed as a good 
selling possibility for fall. 
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Summer Weights Popular 


The summer weight shoe for 
men is going over in New York 
with a bang. Practically all mer- 
chants report that their sales of 
summer weights show a big in- 
crease over last year. Stores that 
have been noted for their heavy- 
weight shoes have put in summer 
weights and are doing a good busi- 
ness on them. “While we have 
built up a big business on. the 
brogue type of shoes,” said Jesse 
Adler, of the Adler Shoe Company, 
“our stores are selling a great 
many lightweights as well. We 
have to exploit both types at the 
same time, but the business on 
lightweights is far ahead of last 
year.” 








Has a Checkered Career 





Here is the type of shoe that well- 
dressed New York women are buying in 
sizeable quantities—the shoe made of 
checked satin in woven effect. Most of 
the New York shops are showing shoes 
of this material at present. This par- 
ticular model is by I. Miller and has 
been christened “Chek-Chek” 








Simon Has Exclusive Julienne 
Agency 


Franklin Simon & Company have 
obtained the exclusive agency for 
New York State for shoes made by 
Julienne of Paris and will begin 
showing these shoes in the near fu- 
ture. The Paris made shoes will 
not interfere with the store’s regu- 
lar shoe business, it is said, but 
will be an exclusive high grade and 
high priced proposition. 


| ST. PAUL | 


Retail Trade Active 


An unexpectedly active post- 
Easter shoe trade is reported by 
St. Paul dealers. Weather condi- 
tions, so far as temperatures are 
concerned, have not been very sat- 
isfactory. But it has been dry, and 








this undoubtedly has had much to 
do with keeping the ae i? a 
shoe-buying mood, Bie 
ivory and peach—and pate 5 2 
ers, along with the lighter shade of 
tan—parchment and sauterne— 
have been the most popular sellers. 
Styles most in demand are D’Orsay 
front gore step-ins with leather or 
metal ornaments and one-strap ef- 
fects. Among the colors in prettily 
shaped pumps are sea gray, blu- 
ettes, cameo pinks and pure whites. 
A pretty novelty number is a white 
pump with a single wide strap made 
up of narrow strips of these four 
colors. A Palm Beach pump for 
sport wear, with 14/8 Cuban heel, 
is another new number, as is the 
rather stunning boa lace oxford 
with tan trimming and vamp tip 
selling at $20. 


Expect Big White Season 


Great things are expected in 
whites and sport shoes here this 
season, and the dealers are getting 
set to do a good business. The 
week of May 24-29, leading right 
up to Memorial Day, has been ten- 
tatively set for white shoe week by 
the retailers’ association. St. Paul 
shoe dealers have been putting over 
these “weeks” with regularity. 


Big Golden Rule Sale 


A sales event that attracts wide 
attention in both the Twin Cities, 
if for no other reason than because 
of the huge scale on which it was 
planned and carried out, was the 
fortieth anniversary progress sale 
of the Golden Rule department 
store. The manner in which the 
shoe department figured is shown 
by the fact that it ranked third in 
amount of sales during the ten 
days the drive was on. Double-page 
spreads were used several times in 
the newspapers both of Minneapo- 
lis and St. Paul, as well as page 
and half page displays in between. 
Manager Peterson claims that sales 
of the regular lines of shoes at 
unreduced prices increased 50 per 
cent during the sale. One of the 
plans followed was a complete 
change of display windows each 
night. 

To Enlarge Factory 


Foot, Schulze & Company of St. 
Paul announce that a new addition 
is to be built to their factory at 
Winona, Minn. The business men 
there gave a $40,000 bonus. The 
factory unit will employ 250 men 
and women with a payroll of $250,- 
000, increasing from the present 
force of 225 with a $225,000 annual 


payroll. 
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ind you can sell exclusive 
features in a Venti-Flex 
Shoe which are not found 

in any shoe at twice the price. 


Every Venti-Flex Has These Selling Points: 


1 A Ventilated Innersole, with a special felt 
underlay to absorb perspiration, keeps feet dry 
and preserves shoes. Its upper surface is 
smoothly finished and nails are clinched below 
it—so the foot rests on a flexible, velvet- 
smooth surface from heel to toe. 


gem sagge | eo wae This is a 7-iron leather innersole—the weight 
and quality found only in a few expensive 
brands of men’s shoes. No other shoe offers 
it at the price. It holds the shape of the shoe. 


Stock No. 731 


A Flexible Shank makes walking easy and 
eliminates any need of steel arch supports. 


A nail-less Heel Seat—the heel rests on a 
smooth, cool surface. 


No Heel Pads to bunch up or wear away. 


BILTMORE 
Stock No. 731 


A full balloon type of oxford for the 
young man who demands a full jazz 

Veal Fe, eee , = accompaniment. An attractive tan 
shoe—fashioned in a way to bring 
out the very latest style points. 
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DISTRIBUTORS OF VENTI- 
FLEX SHOES 


KgenN Bros., Chicago, Ill. 

Barack SHop Co., St. Louis 

Stewart Bros. & Co., Pittsburgh, Pa. 

MpurittT, Buuiorr & Co., Inc., New York 
City, N. Y. 

W. H. Wacker & Co., Buffalo, N. Y. 

RALPH AINSWORTH SHOB Co., Detroit, Mich. 

H. E. Smiru & Son, Inc., Worcester, Mass. 

Amos P. Tapiey & Co., Boston, Mass. 

A. H. Burry SHog Co., Portland, Me. 

J. M. ARNOLD SHog Co., Bangor, Me. 

E. G. Moorpw Co., INc., Plattsburg, N. Y. 

Jno. J. Sonutten & Co., Louisville, Ky. 

GuNNELL SHop Co., Ashland, Ky. 

CHURCHWBLL Bros., Jacksonville, Fla. 

ADLER SHop Co., Savannah, Ga. 

Winco Evter & Cromr Soe Co., Rich- 
mond, Va. 

Ronert F. JenKINS SuHoe Co., Shreveport, 
La. 

Go.porr SHop Co., El Paso, Tex. 

BUCKINGHAM & Hecnut, San Francisco, Cal. 

Teo. H. Daviss & Co., Lrp., Honolulu, 
H. 1. 
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E. E. TAYLOR COMPANY 
BOSTON, MASS. 
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Each of these shoes has its special appeal. 
—TIn particular does the Oxford indicate 
the type which will prevail for early 
Fall,—and it’s always wise to be able to 
offer an advanced style as a stimulus. 


Yours Truly, Geo. M. Rosen. 


Marcelle 
Fine McKay— Kid 
Lined 
French Oorded 
Light Grey Kid. 
Parchment Kid. 
17/8 Spike—14/8 Cuban 
. A—B—O 
$4.00 


Marcheta 
Fine Turn—Kid 


ne 
French Corded Light Grey Kid. 
Parchment Kid. 
17/8 Spike—14/8 Cuban 
4-—-B—@ 
$4.60 


Mona 
Flex. McKay— Kid 
Th 


ni 
French Corded Blonde Alligator. 
Brown Alligator. 
Parchment Kid. 
White Cab. 

14/8 Ouban—10/8 Low 

Band 0 

$3.60 
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IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape are 
the characteristic features of 
these British boots—made of 
long time tanned and so durable 
and flexible stout leather—and 
put together by real boot makers 
who have put a life time into this 
work, 
MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 


Sizes 3 to 8 
Widths A to D 


We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains. 


COLT CROMWELL CO., Inc. 
596 BROADWAY, NEW YORK, N. Y. 




















MERCHANTS SHOE CO. 
Women’s Shoes of Consistent Styles Quality 


S7 Lincoln Street. Boston,Mass. 








100% INVESTMENT 


Soe 


(S 


PAT. 3-17-26. 

The Miracle Shoe Lengthener is a 
proven necessity to every retailer of 
footwear. The fact that several of 
the largest chain store operators in 
the United States have adopted this 
stretcher as standard equipment for 
their stores, is evidence of unquestion- 
able merit. Order a Miracle Length- 
ener today, now, and watch it pay for 
itself the first day you own it, and 
continue to serve you for many years. 
Order from your findings dealer, or 
write direct and we will refer your 
order to closest jobber. 


MIRACLE 


SHOE-LENGTHENER 


Reg. U. 8S. Pat. Off. 
SOLD BY LEADING FINDING JOBBERS AND 
SHOE STORE SUPPLY HOUSES EVERYWHERE 
+48 = 
JOHN LAWRIE & SONS 
515 SO. FRANKLIN ST., CHICAGO, ILL. 
DISTRIBUTORS - TO . THE - JOBBERS - ONLY 
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Shoe Producers Moving ‘Toward 


Fall Season 


Many Centers Still Doing Active Business 


| _ LYNN | 


Preparing for Fall 


Fall fashions are up for best con- 
sideration, summer styles are like- 
ly to go “as is,” with the possibility 
that some super-smart models will 
be brought out to brace up sales in 
retail stores during July and 
August. 

Makers are preparing to put down 
a style barrage in Boston and other 
markets during July that will 
arouse merchants to vigorous and 
early action in buying footwear for 
fall. 

More models than ever will be 
cffered. Colors may be toned down 
a bit, as becoming to the fall sea- 
son. But there will be some spec- 
tacular color effects. Lasts are be- 
ing modeled to new lines of grace 
and patterns will be more abundant 
than ever. 


Fancy Leathers 


Over in Peabody the embossing 
presses are working 60 or 70 hours 
a week, getting out all sorts of 
fancy grains and colors. Tanners 
who protested against the multi- 
plicity of styles a while ago are 
now clamoring for more new styles. 
Leather is a major style maker these 
days. Witness the success of col- 
ored kid on the spring and early 
summer run. 


Heels for the Occasion 


Last makers are getting out low 
heel, high heel and medium heel 
models, and are recommending 
“Heels for the Occasion.” This idea 
is not as startling as some might 
think. Indeed, there is a measure 
of practical common sense in it. 
Varying the height of heels changes 
the strain on the muscles, especial- 
ly the arch muscles. This keeps 
feet flexible and shapely. 


Oxfords and Center Ties Gain 


Pattern makers report a further 
gain for oxfords and center ties of 
the novelty sort, with a prospect 


that they will rise to a new peak 
of style in the fall. But one-strap 
pumps are still very good and the 
same is true of buckle and bow 
trimmed shoes. Straps are slender 
when heels are high and somewhat 
wide when heels are low. All 
straps are high pitched. Ankl- 
ettes, such as Charlestons, are ap- 
pearing here and there. 


New Patterns in Stitching 


But it is the stitching room 
equipment that is going to put the 
millinery stuff into shoes and make 
them rival, if not surpass, head- 
wear. New stitching room equip- 
ment has been set up in Lynn 
shops, to provide for these new 
fancy stitched effects, and stitch- 
ing room equipment was never 
more varied, nor more numerous. 

Thunder and lightning stitches, 
done in a series of zigzag lines, 
like that of a flash of lightning, in- 
troduces these new fancy stitched 
effects. After this will come new 
braidings and bandings of leather, 
fancy stitched to vamps and quar- 
ters, not the appliques, though ap- 
pliques continue in good style, but 
something more elaborate, like the 
braidings and bandings on wom- 
en’s hats. 


Praise From Paris 


“Tommy” Atkins, Lynn designer 
of shoes, is pleased because Paris 
fashion journals copied his “Lady 
Nicotine,” a shoe adorned with 
cigaret appliques and a match case. 
They praise it as an example of 
imagination in designing shoes. 

But a thrifty American firm cut 
out the cigarets of “Lady Nicotine” 
and put a dime or two in the match 
safe, just for an example, and this 
money bag shoe may be seen in a 
number of stores today. The Cash 
Lady who wears these shoes al- 
ways has her car fare handy, or 
rather “footly.” 


Tanners Go Abroad 


Edward Winslow and Herbert 
Winslow, of the Benz Kid Co., of 


Lynn, have gone to England. This 
firm is a large exporter of kid 
leather. 


New Barnet Line 


J. S. Barnet & Son, tanners, have 
joined the ranks of tanners of calf 
who are getting out fancy leather 
in all the grains and colors. This 
is in addition to Barlyn leather 
and like, widely known Barnet 
lines. 


Photostats Tags 


A North Shore tanner photostats 
factory tags, so that there is no 
chance of a mistake in making out 
such tags, providing the original 
tag is correct. 


| HAVERHILL 


Business Ahead of Last Year 


Local business in the factories 
for the first two weeks in May far 
exceeded that for the same period 
a year ago, or in several years. A 
tendency for business to decline is 
now noted, but the lull is coming 
much later than expected. Whites 
furnish the major activity in the 
McKay plants, with some activity 
noted in grays and the lighter 
shades of tan. 





Present Shoes to Mayer 


Haverhill shoe manufacturers on 
the occasion of the recent Boston 
visit of Louis B. Mayer, of the 
Metro-Goldwyn-Mayer Pictures 
Corp., Hollywood, California, pre- 
sented Mr. Mayer with some of the 
choicest samples of Haverhill 
made footwear for his wife and 
two daughters. Mr. Mayer re- 
ceived his start in the theatrical 
profession in Haverhill over 30 
years ago, and has a wide acquain- 
tance here. 


New Firm in Business 


The Regent Shoe Mfg. Co. is the 
style name of a new shoe manufac- 
turing concern just engaging in 
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business in the local industry. Two 
Boston men, Henry Dolan and 
Dewey Molomo, are the active 
members of the firm, which is mak- 
ing women’s McKay shoes. Mr. 
Dolan is a Massachusetts Institute 
of Technology man, while Mr. Mo- 
lomo is a shoe jobber of experience. 
Both men claim Boston as a resi- 
dence.. Production began May 1 
and the firm hopes to reach a ca- 
pacity of 20 cases a day. 


Haverhill Group to Be Largest in 
Boston Show 


Haverhill’s group section at the 
New England Shoe and Leather Ex- 
position and Style Show to be held 
in Boston, July 6, 7 and 8 will be 
the largest in the show. Thirty 
exhibition spaces have been taken 
by the local shoe and allied manu- 
facturers. The firms making reser- 
vations to date are, the Rickard 
Shoe Co., Bradley Shoe Co., H. B. 
Goodrich & Co., Duane Shoe Co., 
Becker Shoe Co., Wright-Gorevitz 
& McNamara, Chesley & Rugg, 
Jonas Shoe Co., M. T. Ornsteen 
Shoe Co., Felstiner Shoe Co., L. H. 
Hamel Leather Co., Harding Shoe 
Co., C. W. Arnold Cut Sole Co., C. 
H. Hayes Corp., Klayman Shoe Co., 
Gilbert & Freedlender, Dalrymple- 


Dudley Co., Tessier & Bowdoin Co., 
Hartman Shoe Co. 


Bradley Addresses Retailers 


Everett Bradley of the Bradley 
Shoe Co., this city, and president of 
the New England Shoe and Leather 
Exposition and Style Show, Inc., 
was a speaker at the annual meet- 
ing of the Massachusetts Shoe Re- 
tailers’ Association held at Hotel 
Vendome, Boston, May 12. Mr. 
Bradley outlined the plans for the 
Boston show and the new prestige 
which the officers hoped it would 
bring to New England. 


New Heel Catalog 

The Haverhill Wood Heel Manu- 
facturers’ association is now dis- 
tributing to the trade very attrac- 
tive catalogs, setting forth the re- 
cent attainments of the industry 
and the phenomenal growth of the 
industry during the current sea- 
son. 


| BROCKTON | 


Lightweights Gaining 


Although May 10 officially opened 
the season, nationally being ob- 
served as lightweight shoe week, 
when particular men put aside their 





BOOT AND SHOE, RECORDER 


heavier footwear, Brockton and the 
Old Colony district manufacturers 
already are feeling the advantages 
of earlier missionary work in 
boosting this type of shoe. Change 
to lighter footwear has been ad- 
vocated for the past few years by 
the makers of the grades of shoes 
turned out here so that presenta- 
tation to customers of attractive 
combinations of men’s lines some 
weeks earlier has had the effect of 
already bringing good demands 
to many Brockton concerns for 
featherweight goods. In stock de- 
partments of several of the local 
concerns report a steady and con- 
sistent call this week, particularly 
the W. L. Douglas Shoe Co. and 
the George E. Keith Shoe Co. The 
demand has succeeded in stimulat- 
ing production. Even the factories 
where shoes of a lesser grade are 
the rule feel the call for the new 
line, the warmer weather seeming 
to have stirred the retailer to the 
growing desire for the summer 
product. 





“A Great Shoe Town” 


Washington, when Presi- 
dent, visited Lynn, and wrote 
in his diary an entry mention- 
ing Lynn as “a great shoe 
town” and praising its shoe- 
makers. 

Lynners are trying to locate 
the original of that record, 
for it would be mighty good 
publicity these days. 

















E. C. Martin Going to Hanover 


Edward C. Martin, for the past 
11 years superintendent of the 
making room of the W. L. Douglas 
Shoe Co., will conclude his duties 
May 29 and after a short vacation 
will go to Hanover, Pa., where he 
will direct ‘the manufacturing for 
the Hanover Shoe Co. He came to 
Brockton from Brooklyn, N. Y., 
where he was superintendent of the 
Hanan factory for nearly 10 years. 


New Welting 


Following closely on the heels of 
the storm welt, which was featured 
in brogues and boots to a wide ex- 
tent last fall and winter, the Bar- 
bour Welting Co. has developed a 
new novelty which should find 
favor with manufacturers. It is 
the Barbour doubledeck welt, with 
the rib so constructed as to give a 
flat extension and carry a row 
of stitching. Doubledeck shoes 
hitherto have been made with a slip 
sole, but with the new welt the 
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process will be simplified, as the 
welding is supplied with the row 
of stitching already placed in the 
top deck. For the present, the 
product is being supplied only. in 
the natural black and mahogany. 


Ryan Succeeds Wright 


William H. Ryan, for 17 years 
vice-president of the Hurley Shoe 
Co. of Rockland, and for the past 
three years president of the Horace 
W. Murray Shoe Co. of Haverhill, 
has succeeded Harry T. Wright as 
manager of the Brockton plant of 
the London Character Shoe Co. Mr. 
Ryan has had much experience in 
retailing besides his training as a 
factory executive, having served 
for several years as a salesman, at 
one time being on the staff of the 
T. D. Barry Shoe Co. of Brockton. 


Keith Returns From Trip 


After a visit through many sec- 
tions of the country, principally 
through the West and Pacific Coast 
region, Harold C. Keith, president of 
the Geo. E. Keith Co., is home with 
an optimistic prediction for fair 
business for the next few months. 
“Men’s shoe business,” he _ said, 
“has not been and at present is not 
good, but I believe the advent of 
better weather will bring much bet- 
ter conditions. I do not want to 
be too optimistic, but I think busi- 
ness will be better when the warmer 
weather arrives. I think everybody 
would feel gratified if the demand 
jumps 10 per cent by fall.” 


Stone, Tarlow Begins Operations 


Stone, Tarlow Shoe Co. began 
cutting May 17 on a schedule of 
150 dozen daily, consequent to its 
occupation of its new factory in 
Montello, formerly used by the W. 
L. Douglas Shoe Co. for exclusive 
manufacture of its women’s lines. 
Gradually the concern, which 
manufactures both men’s’ and 
women’s welts, will jump to factory 
capacity of 200 dozen. Samuel 
Stone will continue to direct pro- 
duction; Daniel S. Tarlow, the of- 
fice, and Benjamin Stone, the sales 
department. 





ST. LOUIS 











Federal Bank Business Report 


The Federal Reserve Bank of the 
Eighth District has just issued its 
report on general business which 
had the following to say on the 
boot and shoe industry in the dis- 
trict: 
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“March sales of the 11 reporting 
interests were 14.4 percent smaller 
than in the corresponding month 
last year and 15.5 per cent in ex- 
cess of February total this year. 
The gain from February to March 
is seasonal in character, but in the 
present instance was smaller than 
the average in recent years. In 
1925 March sales were 77.8, per 
cent larger than those for Febru- 
ary. Stocks on April 1 were 7.9 
per cent under those thirty days 
earlier and 7.5 per cent in excess 
of those on April 1, 1925. Distribu- 
tion at retail for the Easter trade 
was under expectations, particu- 
larly on women’s and children’s 
novelty footwear. The demand for 
men’s work shoes is reported good. 
Prices of finished goods showed no 
change during the past thirty days, 
but the trend for raw materials 
continued downward. 


Capitol Shoemakers Busy 


The Capitol Shoemakers Incor- 
porated reported business good, ac- 
cording to A. J. Spring, manager 
of the company. Spring said their 
April was ahead of last year and 
prospects for the coming season 
looked particularly bright. 


Increase in Turn Shoes 


The St. Louis shoe market has 
showin a decided increase in the 
novelty shoe business during the 
past eight months, according to 
Harry G. Johansen, president of 
the St. Louis Shoe Manufacturers 
and Wholesalers Association. He 
stated that it was his judgment 
that at least a one hundred per 
cent increase was shown during 
the above mentioned period. 


New Factory To Open 


The new plant at Vincennes, 
indiana, of the Brown Shoe Com- 
pany, St. Louis, will be officially 
opened May 27. A delegation from 
the company headed by John A. 
Bush will make the trip for the oc- 
casion. Elaborate plans by the 
citizens of Vincennes for the affair 
have been completed and a general 
celebration in honor of the event 
will take place. The main building 
will be three stories high and 250 
feet long. It will employ approxi- 
mately 500 people when in full op- 
eration and have a capacity of 7000 
pairs of shoes per day. Stitch- 
downs exclusively will be manu- 
factured in the plant. It will be 
the seventeenth factory of the com- 
pany and modern in construction 
throughout with every facility in- 
stalled for the safety of the em- 
ployees. 


. siderable 
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Manufacturers Optimistic 


Shoe manufacturers of this city 
are very much pleased with the im- 
provement shown during the past 
few weeks, and they are now look- 
ing ahead for a big fall business. 
Orders received on early fall lines 
have been very promising and new 
styles are being received with con- 
interest by the retail 
trade, they report. 

“Business has been going along 
very well at our factory,” stated 
William A. Edmonds, president of 
the Edmonds Shoe Co., manufac- 
turers of men’s Foot Fitters. “We 
have sent out some new samples to 
our salesmen recently that have 
brought in some nice business. 
There is a slight inclination to 
darker shades for fall delivery, a 


Shining Snake Skins 


For shining snake skins, a 
tanner uses old stockings, silk 
preferably, but of other kinds, 
if silk cannot be had. With 
the stocking, he uses a dab of 
polish. That’s his secret. 
Most everybody remembers 
when old stockings were rec- 
ommended for polishing rus- 
set shoes, so there is no secret 
about this idea. But the dab 
of polish on the old stocking 
is the tanner’s secret, and it 
is how he shines snakes. 


tendency which has been noted par- 


ticularly by our eastern men. For 
summer wear our business has been 
on light colors and light weights. 
Blacks continue in fair demand.” 

Harsh & Chapline Shoe Co., man- 
ufacturers of men’s popular priced 
dress shoes, report that their 
salesmen are going along in good 
shape. There has been a very good 
demand for dress shoes manufac- 
tured by this company, according 
to H. A. Unke, in charge of styles 
and advertising, and production is 
increasing steadily. This firm start- 
ed manufacturing its line of dress 
shoes about six months ago, and 
their products have been so well 
received that production is now 
running between 900 and 1000 
pairs a day. 


Hold Joint Meeting 


Twenty-four members of the Chi- 
cago Shoe Credit Men’s Association 
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made the trip to Milwaukee to at- 
tend the semi-annual joint meet- 
ing with the Milwaukee Shoe Cred- 
it Men’s Association held at the 
Elks’ Club, May 8. A very inter- 
esting program had been arranged 
by the local association to occupy 
the time from 4 to 6 o’clock, after 
which members of both associations 
with their friends and wives at- 
tended a dinner dance in the main 
dining room of the club house. 


Re-Elected to Office 


A. J. Schoenecker, secretary- 
treasurer of the V. Schoenecker 
Boot and Shoe Co., was re-elected 
vice-president of the Milwaukee 
Association of Credit Men at the 
annual dinner meeting at the Hotel 
Pfister. All officers of the associa- 
tion were returned to their posi- 
tions for another year. 


| CINCINNATI | 


Business Increasing 


The wholesale shoe business of 
Cincinnati appears to be going along 
at an increasing rate. The type of 
shoes being ordered are along the 
lines of patent leathers and col- 
ored kids. At this time, as is to be 
expected, orders are beginning to 
come in calling for the whites. 


Roth Factory Busy 


Fred Roth, advertising manager 
for the Roth Shoe Manufacturing 
Co., gives out the following report: 
“Our factory is running very 
busily, and we have a few weeks 
of cutting ahead of us. Our South- 
ern ties are gaining in popularity. 
Orders for patent leathers and the 
colors are approximately evenly di- 
vided.” 

L. S. Roth just returned from the 
East and reports that the staple 
and semi-staple shoes, that is, ties, 
fancy oxfords, plains, one, two, and 
three straps are growing in popu- 
larity all the time. And that these 
types of shoes are today predomi- 
nating along both Fifth Avenue, 
and the Board Walk at Atlantic 
City. 





At Julian Kokenge Co. 


Salesmen at the Julian Kokenge 
Co. have as yet not left for their 
territories, but are expected to do 
so in the very near future. Condi- 
tions at the factory are in general 
the same as was reported in the 
preceding reports. 

The “Foot Saver” booklet, which 
is a product of this company has 
made its May appearance. 
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Navy Shoe Contract 
Awarded Endicott- 
Johnson Corp. 


ENDICOTT, N. Y.—One of the 
most important government con- 
tracts for shoes has just been 
awarded by the Navy Department of 
Washington to the Endicott-John- 88-00 B € York 


son Corporation, which operates a 
group of fifteen factories in Endi- AUCTION a 
o 


cott, Johnson City, West Endicott 
and Owego. The contract calls for SHOES and RUBBERS 


60,000 pairs of regulation black Every Wednesday and Friday 
blucher navy shoes. As the Navy 
Department specifications for shoes 
are very strict, the award of the 
contract is of considerable signifi- 
cance in the shoe industry, and is 
considered as a distinct tribute to ss 
the successful bidder. BION F- REYNOLDS Cowe 
Eight manufacturers submitted BROCKTON. MASS. ‘ 
bids for this contract which was 
awarded to Endicott-Johnson strict- 
ly on the basis of quality and price. STOCK DEPT.5 
SNAPPY SNAPPY 
ACTION! STYLES! 


Less Employment in N. Y. 
State Shoe Factories THE STETSON SHOE CO., Ine. 
Last Month 


April, taken as a whole was not 
a particularly active month in the 
shoe manufacturing districts of 
New York, according to a bulletin 
issued by the New York State De- 
partment of Labor. The bulletin 
says in part: 

“New York City shoe factories 


k which were not working on sum- e 
‘aage Howa € ——, mer lines lost further in employ- est Virginia 
| SHOES ment and decreases predominated Fibre Board 
up-State. Losses in employment in Used for many years by some of 


the largest shoe manufacturers. 


BROCKTON, MASS. shoe factories ranged from 2 to 6 Fide Peadast Departancnt 

per cent. Some gain in employment West Virginia Pulp & Paper Company 
Address all communications to the factory in shoe factories in Syracuse was Detroit New York __ Chicago 
shown. In Binghamton, although 


there was a further reduction in 
. W. Godsce, Pres. FF. B. Jones, Tress, 
the shoe industry, it was limited 7 W. G. Donald, Vioe-Pres. 


to one or two plants. A few of the F. E. JONES CO. 
shoe factories in Rochester were FANCY COLORS 


slowing down and one liquidation 

among the shoe plants in that city M A T K I D 
greatly increased the decline for 96 SOUTH STREET BOSTON MASS 
this industry.” 
















































































ete oe 
’ . . terpr 
Fields with Rickard pl eee 
Walter P. Fields has recently Takes and Re- 
joined the salesforce of the Rickard tains a Polish 
Shoe Co. of Haverhill. He will CREESE & COOK CO. 
cover, with Messrs. Faller and Tel- Leemeccoceesbeassreste as ribs chan sade dntences ata 
gater, part of the South. Mr. 
Fields has to his credit six years of 
shoe merchandising in a retail shoe * Colored 
Shoes of Worth store and six more years on the Chr 
A. E. NETTLETON CO. road. He is popular with brother : ‘ome 
BH. W. COOK, President shoe travelers and merchants. Mr. ; Sides 


Syracuse, N. Y., U. S. A. Fields belongs to the class of sales- 
MEN’S FINE SHOES EXCLUSIVELY men known as salesmen-counsellors. Beggs & Cobb, Inc., Boston, Mase. 
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BEST-EVER SILPPER CO., Inc., BROOKLYN, N. ¥. 








oot GA, 
fe REGISTERED “e Zod — 
The Quality 
Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B'way. 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$24.00 per doz. and Up. % 








Send for illustrated 
list of profitable 
styles carried in stock. 
H. K. Gardiner Ce., Pittsfield, N. H. 











DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 


122-124 Duane St., 











EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Semples Mailed Free on 

Request 


140-142 WEST astute 





NEW YO 
Me. 250, $2.50 per 100 Established 1003 
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Will Publish Guide 
to Arbitration 


Publication of an official guide 
to civil and commercial arbitration 
has been made possible by a special 
grant received through Col. Michael 
Friedsam of B. Altman & Co., ac- 
cording to an announcement by Lu- 
cius R. Eastman, chairman of the 
American Arbitration Association. 

The American Arbitration Asso- 
ciation plans to devote the summer 
to the preparation and editing of 
this official guide for publication in 
the fall. The first part will be gen- 
eral in character, dealing with the 
function of arbitration, its legal 
status in 1926, and its status as a 
trade practice, together with a gen- 
eral description of arbitral tribu- 
nals and procedure, and the second 
part will contain a directory of 
every commercial organization 
which is practicing or has indorsed 
arbitration and with which the 
association can get into touch. This 
directory will enable a business 
man or member of the bar or trade 
organization, or any firm or cor- 
poration, to ascertain at a glance 
what. facilities exist for the settle- 
ment of disputes in whatever trade 
or profession they may arise, what 


laws or decisions affect the arbi- . 


tration, who are available as arbi- 
trators and other pertinent infor- 
mation. 


Buckle Designer Visits 
Boston 


A. de Crescenzo, buckle designer 
and partner with S. Aprile, in the 
Paris Jewelry Works of Paris and 
New York, was a recent visitor at 
the Recorder office. Mr. A. de 
Crescenzo visits the shoe stores and 
factories the country over with ad- 
vance styles in buckles and bro- 
cades, as well as fancy heels. The 
“atelier” of the Paris Jewelry 
Works is in New York, where Mr. 
Aprile designs shoes and heels and 
superintends the making, while Mr. 
Crescenzo gives his attention to 
originating shoe ornamentation and 
superintending the making of the 
rhinestone buckles. The brocades 
are all importations, mostly from 
France. 

Crescenzo is a native of Naples, 
Italy, where he developed his art in 
drawing and later in Paris and 
America applied it to shoe buckles. 

He states that the coming fall 
and winter will continue to see rich 
effects in brocades and buckles as 
highlights of the footwear vogue. 





BLOG SHOE CO 
147 Duane St., New New Yous N. Y. 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 


Style Bie2 Bik. \ rr 
Kid, Soft T 


Chitd’s, 6 te er 
nel hy Atl 














shoe patterns 


ARLE SHOE PATTERN CO. 


Se MAIN ST , BROCKTON, MASS. 








CEON WEIC 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKCES 


From our own Paris Works 





America’s Favorite 


NU-SHINE 


Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 
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WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS 
Write for ney Plan 
Dr A Posner, SHoEs, Inc. 0 WEST BROMO NEW yore 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 























Baltimore Trade Cautious 


Caution is the outstanding fea- 
ture of the business situation in 
the Baltimore district. While man- 
ufacturers and merchants are op- 
timistic over prospects, they make 
no attempt to conceal the fact that 
unfavorable weather has retarded 
movement of goods. 

Some branches of retail trade 
have experienced a decided setback 
because of the chilly days. This is 
particularly true of wearing ap- 
parel. On the other hand, the steel 
industry in and around Baltimore 
continues on full time schedule. 
Some mills are behind with deliv- 
eries, but it is said this condition 
will soon be remedied. 


L. C. Hart on Trip 


L. C. Hart, president of the Boy- 
den Shoe Company, Newark, N. J., 
is leaving for a trip to the Pacific 
Coast to cover the territory former- 
ly traveled by the late Elmer L. 
Smith. Mr. Hart will be gone six 
weeks or more. 


“Globe Trotter’? Morse 


Home Again 


LOWELL, Mass.—I. H. Morse, pro- 
prietor of the I. H. Morse Shoe 
Stores, returned to this city on the 
S. S. Berengaria May 5, after a 
nearly four months’ tour of the con- 
tinents to the south and east of us, 
including a visit to the famous Vic- 
toria Falls, which are four times as 
high as Niagara; to Arabian ports, 
and via the Red Sea and the Suez 
Canal to Palestine, where he saw 
many modern as well as quaint shops, 
shoes and people, 

His first stop-off was the Barba- 
does Islands. He then visited all of 
the principal cities on the east coast 
of South America. In Rio de Ja- 
neiro he inspected many small fac- 
tories, making the crude, hand-made 
canvas shoes, with wooden soles, 
worn by the natives. In Montevideo, 
the chief city of this wealthy prin- 
cipality, he found that the exchange 
was $1.05 of American money for 
every $1 in the coin of this South 
American country. 

Buenos Aires Mr. Morse describes 
as “the most wonderful city in the 
world.” The stores here are built 
in arcade fashion, with great glass 
domes, giving an unusual and bril- 
liant lighting effect. Buenos Aires, 
Mr. Morse said, makes practically 
all of its own goods, including shoes, 
which are manufactured to look as 
nearly like American footwear as 
possible. He found that there were 
many light-colored shoes being pro- 
duced. The stores here often sell 
their wares from the windows, the 
stock being carried underneath the 
trims. 

In Cape Town, Johannesburg, 
Kimberley and Pretoria and other 
cities in the British Union of South 
Africa, he found many splendid 
stores, although they are mostly of 
the individual type rather than on 
the large department store order. 
The Cuthbert chain of 152 shoe 
stores, which are “up-to-date in every 
way,” Mr. Morse said, supply shoes 
to the white people in this section. 

Mr. Morse brought home about 50 
quaint shoes, which he has added to 
his already large collection, and 
which he has distributed for display 
among his eight stores. In his last 
importation is a pair which he se- 
cured while in Zanzibar, a duplicate 
of those worn by the most recent of 
the hundred or more wives of the 
Sultan. These shoes are of wood, 
with a silver wedge fitting over and 
under the big and little toes. 
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I. H. Morse, proprietor of the 
I, H. Morse Shoe Stores. Head- 
quarters at Lowell, Mass. 


Now that he has “explored” the 
south of “Darkest Africa” he is soon 
going to have a look at its more 
northerly sections. He sails with his 
son, I. H. Morse, Jr., on July 14, for 
Mombasa. 


Old Firms in Brockton 


Recent discussion at the Com- 
mercial Club, Brockton, brought out 
that the number of concerns in the 
Brockton district, which have estab- 
lished themsélves and developed to 
the point where their golden jubilees 
now are behind them, is 13, thanks 
to investigation made by Secretary 
Frank M. Bump of the Brockton 
Shoe Manufacturers’ Association. 
The manufacturers themselves feel 
it is a record that one must go far 
to better, let alone equal. The 
roster is as follows: M. N. Arnold 
Co., North Abington; Edwin Clapp 
& Co., East Weymouth; Common- 
wealth Shoe and Leather Co., Whit- 
man; Leonard & Barrows Co., Mid- 
dleboro; Rice & Hutchins Co., 
South Braintree; E. T. Wright Co., 
Rockland; Churchill & Alden Co., 
W. L. Douglas Shoe Co., Field & 
Flint Co., G. E. Keith Co. P. B. 
Keith Co., Stacy-Adams Co., and 
M. A. Packard Co., all of Brockton. 


To Make Shipments May 24 


Boston—J. A. Kemler, tennis 
wholesaler, of 108 Lincoln Street, 
had a temporary set-back last week 
when fire partially destroyed the 
upper floors of the building in which 
his store is located. The damage to 
Mr. Kemler’s stock was caused by 
water. He hopes to resume ship- 
ments by May 24. 
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and Now- the 


Herringbone stays 


No. 172 


HAMILTON-WADE CREATIONS 


At your request sample lengths will be mailed 
you. 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt” 
Haverhill Street 


BROCKTON, MASS. 
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Closing Out Sale of Stock Department 


Straps, Oxfords and Boots 


Goodyear Welts 
Some Broken Sizes and Widths— 
Some Regular 


Write or Wire for Size Schedule, Prices and 
Sample Pairs. 


Stock List 

No. Price 
G63 Patent 3 strap, cut-out quarter, Brighton last, 13/8 
heel, corrective shank ...... 


$4.60 


58 Black Kid 4 strap, Brighton last, 13/8 heel, cor 


rective shank 4.25 


4.25 
5.25 


59 Patent, same 
60 


55 Black Kid lace oxford, 
corrective shank 


Brown Kid, same ... 


CCC S SCC CSCS SSCS SC CES SC ET 


4.00 


50 Black Kid lace oxford, (« 
cushion sole ...........- ° . 4.00 
51 = =Black Kid blucher oxford. Junior last, 11/8 heel... 3.50 


43 Black Kid full ankle lace 
corrective shank 


Black Kid lace boot, Cor 
cushion sole ; 


41 Black Kid lace boot, Junior last, 11/8 heel. 
42 Black Kid lace boot, Hub last, 11/8 heel......... 


hoot, Hub last, 12/8 heel, 
: 4.50 


5.00 
4.35 
4.00 


WISE & COOPER COMPANY 


Auburn Maine 
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In New York 
$2.° per day 
GOES A LONG WAY 


EW YORK is just as expensive as you make it! 
You enjoy genuine comfort and the utmost in 
convenience for as low as $2.50 per day when you 
stop at the Hotel Martinique. 
Located in the heart of the city, the Martinique 
offers to every discriminating traveler the oppor- 
tunity to live right’ at the right price while in New 


Please investigate Martinique 
Service. It’s worth your while 
—and we’re more than anxious 
to prove that the Martinique 
really offers “The Best Without 
Extravagance.” 


A. E. SINGLETON 
Resident Mcnager 


2 
MARTINIQUE 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STREETS 
NEW YORK CITY 


‘simietdeaihlanlani cacy» 
tedatad natal ny 





“HUBTIP” . “No-Metal- 
Tip” Shoe Laces Make 
Your Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 
Draw Attention. 


“HUBTIP” Individual Carton Keeps Laces 
— and in Good Condition. Easy to 
andle. 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 
Manufacturers 
F. W. WHITCHER CO. 
332 Albany Bldg., Boston 
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Recorder rates for space less than one-eighth 


Space ltime 7times 13times 26times 52 times 
1 in......$5.00 $4.00 $3.50 

10.00 8.00 7.00 
8 in...+. S688 12.00 10.50 
4 in......20.00 16.00 14.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be 
Otherwise insertion will be put over to the following week’s issue. 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


SITION OR LINE WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five cents. For 

other ‘‘Want’’ advertisements, seven cents per word for each 
insertion. Minimum amount accepted, $1.25. 
Ads under these headings will be received at the Boston office of the 
Boot and Shoe Recorder up to noon on Monday of week of pub- 
lication date. When advertisers desire answers to come in care 
of this office, twelve words must be allowed in each advertisement 
for address. When advertisers desire replies forwarded direct to 
their address, each word of the address must be counted in the 
advertisement and paid for accordingly. When lay 
used ~~ 45 words to inch. Answers to ads must sen 

ge. 


insertion. 


$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





letter pos 


published same week. 


























SALESMEN WANTED 





SALESMEN WANTED 


SALESMEN WANTED 








BROOKLYN 
TERRITORY OPEN 


We now have an opening for an 
additional man in Brooklyn. 
Must be a live wire who can get 
real business, and has covered 
this territory for at least 5 
years. 


Goldman Bros. Shoe Co., 
158 Duane St., New York, N. Y. 


Philadelphia Live Wire 
SALESMEN WANTED! 


We have an opening for a man for 
Philadelphia and surrounding terri- 
tory. Our line consists of up to the 
minute women’s novelties. In ad- 
dition we _ specialize in novelty 
stouts. This is a fine opportunity 
for a man to connect with a live 
wire house. Must know every inch 
of Philadelphia trade thoroughly. 
No others need apply. 


Goldman Bros. Shoe Co., Inc. 
158 Duane St., 
New York, N. Y. 


Our Fall Line 


Ready May 22nd 


We want to secure the services of sales- 
men who cover their territory close and 
have established trade in the following 
territories: Georgia, Alabama, Florida, 
Louisiana, Ohio, Indiana, North Carolina. 
Fastest selling line of school, dress and 
play shoes on the market. Every ir 
is guaranteed against ripping. 

letter, territory covered in detail, present 
connection, etc. 


RAMSEY’S, INC. 
347 Rider Avenue 
New York City 














UNUSUAL 


We offer an exceptional opportunity 
to a good man who covers Penna. 
and Central New York State to 
carry our popular line of In-Stock 
Women’s Style Shoes, on com- 
mission. To the man who can 
satisfy us as to his ability and 
integrity, we offer the nucleus of 
a rofitable business. Address 
MERCHANTS SHOE CoO., 57 Lin- 
coin St., Boston, Mass. 


The Man We Want 
Can Make $10,000 a Year 


One of the largest Children’s Shoe Houses 
in the country with a complete line for 
children, misses, growing girls, has the 
states of Ohio and Indiana open for a 
man who will give evidence of his ability 
to produce, Write C-132, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass., giving full details. 
Your replies will be held confidential. 








WANTED 


Salesmen with established trade in 
non-conflicting lines to carry our line of 
Women’s Turn Novelties on commission 
to the retail volume buyers. 


Cc. M. COLLINS 
South Danville, N. H. 








The HEALTHY-FUT LINE 
for MICHIGAN 


Will be open July ist. If you are ex- 
perienced in children’s shoes here’s a 
fertile territory with well established 
trade. Address Sales Manager, 
Sinbac, 211 W. Monroe St., i- 
cago, Ill. 





OPPORTUNITY for 3 live wire salesmen, 
who are progressive and can show immediate 
results in the following respective territories: 
(1) New England states excepting Greater 
New York and Boston. (2) Pennsylvania, 
Ohio, and West Virginia excepting Pittsburgh, 
Philadelphia, and leveland. (3) Indiana, 
Illinois and Michigan including Chicago and 
Detroit with our new line of Women’s “Taylor- 
craft” Patented Turn Process, distinct patterns, 
Philadelphia made, to retail at $10.00 to $12.00 
showing a good profit for the merchant. State 
age, experience, present and past connections, 
amount of sales for 1925, also giving home 
address. Apply to Taylorcraft, 811 North 19th 
St., Philadelphia, Pa. 





NORTH CAROLINA, South Carolina, Georgia, 
Wisconsin, Michigan, Indiana, Colorado, 
Arizona, New Mexico. Side line Children’s 
Turns and Stitch-downs. 100 styles in stock. 
Trade established-in Arizona and New Mexico. 
7 per cent straight commission only. Want 
man .with established trade. Others need not 
apply. J. S. Zulick & Co., Orwigsburg, Pa. 


WANTED—Wide awake salesmen with estab- 
* lished trade to sell our line of Boys’, 
Girls’, Women’s and Children’s popular-priced 
McKays and Flexible Welts in North Carolina, 
South Carolina, Kentucky, Tennessee, Alabama, 
Mississippi, Louisiana, Arkansas, Iowa, Miss- 
ouri, Southern Illinois, Wisconsin, Minnesota, 
Texas, Oklahoma, Kansas, Nebraska, North 
Dakota, South Dakota, Montana, Idaho, Wyom- 
ing, Colorado, Utah, Nevada, New Mexico, 
Arizona, California, Oregon, and Washington. 
A manufacturer’s in-stock proposition that goes 
big here in the East. Liberal commission. 
Non-conflicting side-line or whole time. Give 
full information as to qualifications and ex- 
perience in your first letter. Lines now ready. 
A. W. Smith Shoe Company, No. 111 Beach 
St., Boston, Mass. 





SALESMEN to carry a side line of fancy 

satin boudoir slippers. proposition. 
Big money for right men. Write full partic- 
ulars in first letter. Address C-99, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York City. 





SALESMAN WANTED—To sell the retail 
trade, fine and medium grade Infants, Chil- 
dren’s and Misses’ Turns, and Goodyear Welts, 
on commission basis. Reference required on 
ee Rohrer & Company, Orwigsburg, 
a. 





Exceptional Opportunities 


for live wire salesmen to carry a side 
line of popular-priced Felt and Leather 
Slippers for retail and department store 
trade. All territories open. Commission 
basis. Address C-128, care Boot 
and Shoe Recorder, 239 W. 39th 
St., 9th floor, New York, N. Y. 











Salesmen, Experienced 


Brooklyn, Pennsylvania, New York, and 
Michigan Women’s Latest Novelties, Popu- 
lar-Priced. Immediate Delivery. Quick 
Sales. 

ECLIPSE SHOE CO. 
110 West Broadway, New York 











SALESMEN WANTED—To sell the A. B. C. 
line of infants and children’s fine turn and 
Genuine Goodyear welt shoes in west, middle 
west and southwest territory on a commission 
basis. Ketner, Krater & Co., Orwigsburg, Pa. 








POSITION WANTED 





POSITION WANTED—A young man with 
six years’ experience in city retail shoe 
stores desires a position offering opportunity. 
First class references. Address C-121, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMAN and Factory Superintendent now 
open for position. Has had wide ex ence 
in both positions, is well acquainted and stands 
high with wholesale trade. Address C-120, 
care Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, Ill. 
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POSITION WANTED 





GHOE BUYIER—Is there a concern that needs 
a shoe man, whose earnings have been over 
$10,000 yearly, knowing all the markets? Ex- 
pert style picker on women’s as well as men’s 
shoes. Thirty-two years old, in the shoe busi- 
ness 16 years, who started as clerk and went 
through all its branches such as manager, sell- 
ing ladies’ novelties to the er grade stores, 
then as general manager and buyer. At present 
connected with a chain store organization. Ad- 
dress C-131, care Boot and Shoe Recorder, 239 
W. 39th Street, 9th floor, New York, N. Y. 








HELP WANTED 





WANTED—Head of stock and assistant to 
buyer in basement shoe department. Must 
be well experienced shoe salesman. Good 
salary and permanent position. Pfeifer 
Brothers, Little Rock, Ark. 








FOR SALE 








FOR SALE 


Juvenile Shoe Shop in one of the most 
populated sections of Brooklyn. A won- 
derful opportunity for a live wire. Stock 
and fixtures new. Good reason for sell- 
ing. Address C-126, 

and Shoe Recorder, 239 

St., Oth Floor, New York, N. Y¥. 








FOR SALE 


Shoe store established 12 years in central 
Massachusetts town of 10, . Low rent, 
lease, Walk-Over agency. Store closed 
. Exceptionally clean stock will 
about $15, ; wae action 
necessary. <A C-127, care 
Boot and Shoe Recorder, 207 
Seuth Street, Boston, 








FOR SALE 


Gubin’s Walk-Over Boot Shop, 
Sunbury, Penna. A profitable 
business established ten years 
ago. Small, clean stock. Will 
sell at a sacrifice. 











OR SALE—Rubber Heels, 100,000 pairs 

men’s, ladies and boys’, all sizes. Best 
offer takes them. Quick action. Silverman’s, 
128 Myrtle Ave., Brooklyn, N. Y. 


FoR SALE—Growing shoe department in 
large Virginia city; well established. Rea- 
son for selling, other business interests. Ad- 
dress C-125, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








FOR SALE—Shoe business catering to a 

_family trade established 28 years ago and 
doing a nice business. Owner wishes to sell 
on account of his health. Will give a good 
lease to the right party. For full particulars 
ner or call on M. Van Lenten, Ridgewood, 


iN. 


FOR SALE—Exclusive shoe store in fast 

growing town in Bergen County, New Jer- 
sey, twenty miles from New York City. Moder- 
ate rent five years’ leases. Splendid opportunity. 
Reason for selling, owner has another store. 
Address C-129, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


FOR SALE—High grade shoe store established 

30 years and located in the heart of the 
business district in one of the leading cities 
of Pennsylvania. Half store rented by ladies’ 
ready-to-wear shop and 50-50 on rent, heat and 
light. Death of owner reason for selling. Ad- 
dress C-130, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR SALE—Grand Rapids Mahogany Fix- 
tures, used only two years. 15 sec. No. 45 
shoe cabinets, 10 eled ends for same, 25 No. 
165A tables, 8 No. 1300 show cases, fitting 
chairs, stools, window fixtures, office equipment, 
light fixtures and fans. Spot cash buys them 
cheap. Ray McKinney, Pueblo, Colo. 











FOR RENT 


FOR RENT 








address 





You Can Rent This 


Office and Sales Room in the 
Heart of New York’s Shoe District 


An unusual opportunity to sell and display one entire line or two 
non-competing lines in a light, convenient location. 


For details 


C-133, Care Boot and Shoe Recorder 
239 West 39th Street, New York, N. Y. 





STORE TO LET. Best location in Paterson, 
N. J. 40x109, or will divide. Ideal spot for 
shoe store. Phone Market 6181. Main and 
Washington Streets Realty Corp., 128 Market 
St., Newark, N. J. 


FOR LEASE 











WANTED TO PURCHASE 











For Lease 


Unusual opportunity to ob- 
tain a very desirable store, 
size 1500 square feet, in a 
prominent location in the 
heart of New York’s whole- 
sale shoe market. Cheap 
rental. Owner, 132 West 
Broadway, New York City. 





CASH PAID 


for entire shoe stocks or s 

of shoes or other m " 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








MISCELLANEOUS 























WANTED TO PURCHASE 








Sell Us Your Left Over 


New Yorx Export Purcnasine Conp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 





IMPORTED CUT-STEEL 
BUCKLES 


Always IN-STOCK for Your 
Immediate Needs 


Prices $1.00 to $5.00 per pair 
Also exclusive designs up to $20 
Sample assortment and prices gladly sent 
on request 


Waverly Shoe Trimming Co. 
151 Vanderbilt Ave., Brooklyn, N. Y. 











CASH PRICES PAID 


MAX GLAUBERG 
436 Grand Street, New York City 
We also purchase clothing, hats, fur 


nishing goods, etc. Dry Dock 0863 








CASH PAID 


for shoe stores or surplus stocks of 

shoes or for other merchandise. Leases 
We will send a repre- 
investigate and make 

offer upon request. 

Kalter Cerf. Mercantile Co.. Inc. 

591 Broadway, New York City 
Phone Canal 6940-6941-6942 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 














Fans—For Stimulating Your Summer Business 


These Fans assorted in 7 designs, lithographed in 5 colors. 
“AD” on back, which WILL BE SEEN BY THOUSANDS. 
Send for descriptive circular and prices of quantities. 


“Gain a Lap on Your Competitor” 


PRETTY SOUVENIR ADVERTISING COMPANY 
37 East 28th Street 


Has your 


New York City, N. Y. 











WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 














Milbradt 
Ladders 


made for 40 yearr 
“| by the origina) in- 

ventors. 
Made in all styler 
to suit any shelving 
condition. 


Get our prices befor: 
placing your order 


Milbradt 


Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CoO. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” . 














IDEAL ROLLING 
LADDERS 


are 
25% Cheaper 
Write for Oatatog 
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Buccess Furniture 
Finwoed ae 


LABELS 





SHOE CARTON 


abels 


We design and print most 





of those used by the Shoe Trade 


Complete sel of samples on request 
Wits 
tei 


OFFICES ano PLANT: BROCKTON MASS 


A\SOo BOSTON B32 ESSEX ST 


ATTRACTIVE 
SHOE CARTONS 


for the exclusive shoe trade 
PRICE-SERVICE-QUALITY 
THAT SATISFY 
ame 
MEYER 


{ ‘ 
2G3-27'>s LEXINGTON AVE. 
BROORLYN AW.Y¥ 


AMERICAS GCMEATIST SHOLT CARION MFRS 


rr Le Ve. 


ew 


Complete set of a upon request, 
without obligation. 


LABELS 


The DISTINCTIVE and 


PERMANENT MARK 


Os Oe 9G OL EID 
WEAVING CO. 


33-39 W 347°" ST. NWY.C. 
Phone WISCONSIN 8130 





Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your problems. 



































Made Only of Wood 
for all lines 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
bs b --y hg 


CINCINNAT), O 
sre 
















Daily “Specials” Build 
Trade for Smith 


Rather than have a general sale at 
various prices over an extended pe- 
riod, Ray D. Smith of Smith & EI- 
liott, Temple, Texas, tried outa new 
way that proved very successful. 
Each day of the week, except Mon- 
days, he featured just shoes at one 
certain price, such as, Tuesdays, 
$4.85; Wednesdays, $3.85; Thurs- 
days, $1.00; Fridays and Saturdays, 
$1.95. The reason that Mondays were 
left at regular prices, was that that 
day was usually good, so needed no 
special inducement. A small four- 
dollar newspaper advertisement each 
day was sufficient to remind the peo- 
ple of each daily offering. Temple, 
as other central Texas communities, 
suffered greatly from the drought, 
so most stores were offering sales to 
stimulate business. Smith’s idea in 
getting away from the ordinary sale, 
was to keep the interest up by hav- 
ing something different each day. 
This, necessarily, meant a pile more 
work in planning daily sales, daily 
window changes and fresh advertis- 
ing copy. Results proved that he was 
on the right track, for he kept his 
volume of sales up, sold as many 
pairs as the year previous, even 
though he did not make so much net 
profit. Stock was kept moving, store 
active, all of which visibly impressed 
customers that they were dealing 
with a going concern. 
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Los ANGELES, CAL.—Ferro-Gano, 
shoes, etc., incorporated with author- 
ized capital of $250,000. 

Swagger Boot Shop, shoes, incor- 
porated with authorized capital of 
$20,000. 

Clarence P. Taylor, (1863 Vine- 
vard Ave.), shoes, reported sold out 
to Arthur W. Sar. 

SAN FRANCISCO, CAL. — China 
Toggery (929 Market St. and 
branches), shoes, etc., now operated 
as the National Dollar Stores By J. 
Shoong Co., Inc. 

CuIcaGo, ILL.—K. Padlosck (Chi- 
cago Ave. Leather Store), (1331 W. 
Chicago Ave.), leather and findings, 
succeeded by Andrew Ziemba. 

Morris Mostow & Son (859 N. 
Clark St.), shoes, reported sold out. 

Star Shoe and Dry Goods Co. 
(2933 W. Madison St.), shoes, etc., 
I. Kerstein discontinued operating as 
above—now in business at 2316 W. 
Madison Street, under style of Gary 
Leather Co. 

COLLINSVILLE, ILL.—Union Cloth- 
ing Co. (120-122 W. Main St.), shoes, 
etc., succeeded by L. L. Edsall. 

WORCESTER, Mass.—Geo. A. Dan- 
forth, cut soles, recently commenced 
business here. 

CARTHAGE, Mo.—Wallingford & 
McGregor, shoes, reported going out 
of business. 

Boston.—Geo. Newhall Co., shoes, 
etc., incorporated with authorized 
capital of $25,000. 

Taylor Tibbetts, Inc., heel manu- 
facturers, incorporated with author- 
ized capital of $30,000. 

FALL River, Mass.—Arden Box 
Toe Co., box toe manufacturers, in- 
creased authorized capital to $150,- 
000 (removed to Watertown, Mass.). 

LAWRENCE, Mass.—Daniels Shoe 
Store, Inc., shoes, etc., incorporated 
with authorized capital of $10,000. 

NORTHAMPTON, Mass.—Sarah L. 
Cohn, (wife of Simon), (28 Pleasant 
Street), shoes, etc., filed married 
woman’s certificate. 

Iron River, MicH.—Nelson & 
Swift, shoes, etc., dissolved -partner- 
ship; succeeded by John Nelson. 

MENDON, Micu.—Haessig & Tay- 
ler’s Shoe Store, shoes, reported sold 
out to M. J. Swonk. 

St. Louis, Mo.—Shu Styles (1330 
Wash. Ave.), retail and wholesale 
shoes, increased capital stock from 
$45,000 to $75,000. 

Samuel Fisher (2718 Franklin 
Ave.), shoes, reported selling or sold 
out. 


CHANGES IN BUSINESS 








NEW BRUNSWICK, N. J.—Fashion 
Shoe Shop, shoes, incorporated with 
authorized capital of $10,000. 

PATERSON, N. J.—Wm Penn Shoe 
Stores, shoes, incorporated with au- 
thorized capital of $100,000. 

New YorkK City—Henry Schles- 
inger’s Sons (787 Columbus Ave.), 
shoes, succeeded by Philip Schles- 
inger. 

Scientific Shoe Corporation, shoes, 
incorporated with authorized capital 
of $10,000. 

Walter Wald Bootery, Inc. (135 
W. 33rd St.), shoes, Sidney Green- 
wald, vice-president and treasurer, 
retires. 

Waldorf Shoes, shoes, etc., incor- 
porated with authorized capital of 
$10,000. 

Zegor, shoes, incorporated with 
authorized capital of $30,000. 

Bernard & Manfre, shoe manufac- 
turers, incorporated with authorized 
capital of $20,000. 

Francis W. Dow & Co., manufac- 
turers of leather, incorporated with 
authorized capital of $100,000. 

Icas Slipper Co., Inc. (127 Duane 
St.), wholesale slippers, business 
discontinued. 

Harry Taub, (281 Stanton St.), 
shoes, reported selling or sold out. 

HIGH Point, N. C.—Blair-Hoskins 
Co., Inc., shoes, etc., reported selling 
or sold out. 

HOLGATE, OHIO—A. A. Yenner, 
shoes, etc., succeeded by Virgil C. 
Pfau. 

ORWIGSBURG, PA.—Reliable Shoe 
Co., shoe manufacturers, discon- 
tinued business. 

VANDERGRIFT, Pa.—S. E. Mohney, 
shoes, etc., succeeded by W. R. Max- 
well. 

CLEVELAND, OHIO.—Lieder Shoe 
Co., shoes, incorporated with author- 
ized capital of $10,000. 

SAND SPRINGS, OKLA.—Famous 
Department Store, Inc., shoes, etc., 
removed to Tulsa, Okla. 

PHILADELPHIA, PA.—Nathan Blu- 
menthal (2424 Ridge Ave.), shoes, 
reported selling or sold out. 

Albert A. Fuges (6351 Woodland 
Ave.), shoes, reported retires from 
business. 

Joseph M. Schwartz (2438 N. 
Front St.), shoes, reported retiring 
from business. 

TACOMA, WASH.—Fidelity Shoe 
Store (J. B. Lenhart, Prop.), shoes, 
etc., reported sold out to Fred Haz- 
elton. 


EPHRATA, WASH. — Bjorklund 
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Bros., shoes, etc., succeeded by 
Bjorklund, Inc. 

Port ARTHUR, TEX.—Hodges Co., 
Inc., shoes, etc., reported succeeded 
by Hodges, Denney & Co. 

MANITOWOC, Wis.—Paul Bonk, 
shoes, reported will commence busi- 
ness on May 15. 

MENOMINEE FALLS, WIs.—Otto 
Remde, shoes, succeeded by Herman 
Bleck. 


Business Reverses 


BAKERSFIELD, CAL.—T. J. Craw- 
ford (“Smart Shop”), reported pe- 
titioned into bankruptcy. 

SAN FRANCISCO, CAL.—Paul Tie- 
burg, shoes, reported offering to 
compromise at 20 per cent. 

HARTFORD, CONN.—Conway & Nu- 
gent (983 Main St.), shoes, reported 
assigned. 

CHIcAGo, ILL.—JIsadore Brown 
(3946 Lawrence Ave.), shoes, etc., 
reported asking general extension. 

Sam Klafert (3056 Roosevelt 
Road), shoes, reported petitioned 
into bankruptcy. 

Rock ISLAND, ILL.—Abe Elman 
(2536 Fifth Ave.), shoes, etc., re- 
ported petitioned into bankruptcy. 

MOLINE, ILL. — Wynes_ Bros., 
shoes, reported offering to compro- 
mise at 25 per cent. 

OREGON, ILL.—Wooding Clothing 
Co., shoes, etc., incorporated with 
authorized capital of $10,000. 

LEXINGTON, Ky. (and branches). 
—Hill Shoe Co., shoes, reported re- 
ceiver appointed. 

Boston.—George H. Wirth Co. 
(372 Boylston St.), shoes, reported 
petitioned into bankruptcy. 

CHELSEA, Mass.—Hicks Goller 
Shoe Co., shoe manufacturers, re- 
ported offering to compromise at 15 
per cent. 

CAMBRIDGE, Mass.—I. Freeman 
(Central Shoe Store), (674 Massa- 
chusetts Ave.), shoes, reported peti- 
tioned into bankruptcy. 

WESTFIELD, Mass.—United Shoe 
Store, shoes, reported petitioned into 
bankruptcy. 

DETROIT, MIcH.—E. T. Cohn (7036 
W. Warren Ave.) shoes reported as- 
signed. 

LANSING, MicH.—G. W. Falor 
(Falor Quality Clothes Shop), shoes, 
etc., reported assigned. 

DULUTH, MINN.—Ritz Bootery, 
shoes, reported petitioned into bank- 
ruptcy. 

New York Ciry.—Jack Kantor 
(229 Ninth Ave.), shoes, reported 
meeting of creditors was scheduled. 

Samray Leather Novelty Co., Inc. 
(64 W. 23rd St.), reported receiver 
appointed. 


=~: pee ell 
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BROOKS TOE SLIPPERS 


BOX TOES 


618 BLACK KID 
Women’s 2% to 8 $2.80 
Misses’ 11% to2 2.75 
Chil@’s 6 to 11 2.70 
No. 608 
PINK SATIN 
Women’s 2% to 8 83.40 
Misses’ 11% to2 3.35 
Child’s 6 to 11 3.30 


: a 
GorS. SA CE tire & VU. 
5~35 No.6Street Philadelphia, Pa. 
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New Forrest Hotel 


49th Street Just West of Broadway 
New York 


The latest addition to New York’s new hotels, in the 
heart of the theatre and business district and within easy 
access to all transportation lines. 

The Forrest offers beautifully furnished and sunny 
rooms ; circulating ice water; restaurant at moderate 
prices. 


300 rooms (each with bath and shower) $5 UPW ARDS 


Booklet with map sent upon request 
WM. P. THOMANN, Manager. 














KNOBETTE TIES 


ART SILK 


Black, Tan, Blonde, 
Gray, Parchment, White. 


18 in.....doz. pr. $1.90 
27 in.....d0z. pr. 2.25 


Knobettes, alone. 
per doz. 35 
Ne. 104—Cord Effect 
No. 105—Flat Braid 
LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 


Novelty Findings to Retailers and Shoe Manufacturers 











~Greecey Boupoirs 


Every pair of Greeley boudo 
which you sell will + a yon a 
rest and advertise you well. 
nee, hat it ae to have 
m say “Aren’t those 
beautiful boudoirs? I bought 
them at Brown’s Store.” Others 
have built up a good 
trade on my line. So 
can you. t’s talk 
it . Write 
les. 











As It Appears in May 
Good Housekeeping 


OU want advertising behind the shoes 
you carry. You want it persistent, well- 
placed, timely. 

Armstrong advertising appears every month 
the year ’round in Good Housekeeping. It is 
seen by 3,000,000 of the most discriminating 
women in the United States, a class group 
of those who lead in style matters in theit 
community. 

These desirable buyers are being directed 
to Armstrong dealers by Armstrong advertis- 
ing—and along with them, the friends and 
acquaintances who look to them for leader- 
ship. 

This is not fiction—it is fact. It is the way 
good publicity works. 

Write or wire for line. 


D. ARMSTRONG & CO., Inc. 


155 Exchange St. Rochester, N. Y. 





When writing to advertisérs please mention Boot ann Srde Recokdre 











104 BOOT AND SHOE RECORDER 





Regular Price 
$4.50 


| io No. 3 in the 

| . Rogers Brothers 

| Series of 
Electrifying 


Offerings 


No. 6264. Patent and Parchment kid—short 
French vamp, of course, 19/8 full Louis heels, 
AtoC widthy Regularly $4.50, now $3.50. 


No. 6266. “The Apache Strap.” Patent and 
Parchment kid. Regularly $4.60, now $3.60. 


No. 6265. Patent and Gray kid, 19/8 full Louis 
heels, A to C widths. Regularly $4.60, now 
$3.60. 

REMEMBER—Rogers Brothers have never 


known how to compromise with perfection 
in either material or workmanship. 


59 Lincoln Street, Boston, Mass. 
135 Bush Street, San Francisco 


When writing to advertisers please mention Boot awn SHor Reconper 
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This value series is 
kindling the enthusi- 
asm of buyers every- 
where! 


Place your order now 
—before the stream 
comes pouring in! 
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